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endel Succeeds 
Donald Drinkard 
is NATAW Head 


S. I. Mendel, president of H. 
endel & Co. and The Majestic 
‘orporation, both of Atlanta, 
ja., will take over the helm of 
he National Association of Tex- 
ile & Apparel Wholesalers at 
he conclusion of the organiza- 
ion’s four-day meeting this 
week. 

Mr. Mendel, who was elected 
president at a meeting of the 
(ATW board of directors in 
ctober, will succeed Donald R. 
rinkard who had been presi- 
ent during 1960. 

Mr. Mendel has been active 
n the wholesalers’ group for 
any years and moves up to the 
presidency after having served 
S first vice president to the 
prganization for the past year. 
e has been a long-time member 
pf the NATAW board of di- 
ectors. 

Ridge Harrison, vice presi- 
dent, Fitts Dry Goods Co., 
Kansas City, Mo., succeeds Mr. 
endel as first vice president. 
He was previously vice president 
bf NATAW’s central region. He 
is also chairman of the Associa- 
ion’s advertising advisory com- 
hittee which developed the 
NATAW advertising program. 
A. Kirk Hile, president, Hile 
& Thompson, Clearfield, Pa., 
Was clected treasurer. He re- 
places Charles Watkins. 


OPPORTUNITY FOR WHOLESALERS 


By SIDNEY S. KORZENIK 
Executive Director and Counsel 
National Knitted Outerwear Association 

THE wholesalers of the country are gathering in the convention 
sessions of their association at a time when the soft goods trades, 
like the economy as a whole, have edged off and there is a conflict 
of counsel as to how soon the statistical indicators will resume 
their rise. Since these apparel distributors hold a key position 
among the advance planners in this area of trade, their mood, the 
spirit of their discussions, and the decisions that they will make on 
the opening of new lines will be regarded with special significance. 

Two lines of comment indicate a readiness to thrust ahead with 
long-range planning that must characterize wholesale operations. 

First, recognizing that the leveling down of business conditions 
has engendered a certain timidity on the part of retail buyers, it 
has been soundiy pointed out that the wholesaler is now in a 
position to turn adversity to advantage. Present retail inaction can 
in the fall season produce a sharp upswing in demand, great pres- 
sure on manufacturing, and even short supply. The alternation 
between the two extremes of market excess and market scarcity 
is not unusual in the knitgoods trade and other branches of the 
soft goods field. In fact, such pendulum swings are the common 
rule. The sound utilization of present possibilities is therefore an 
important option for the wholesaler today. 

Problems Of Style Diversification 

Secondly, the deceleration of business activity in the final quarter 
of 1960 has brought to the fore with special emphasis the problems 
created by the great diversification of styling which has accom- 
panied the growth of volume in the apparel field. The problems of 
the manufacturer are obvious. The production of so many different 
numbers is a burden on delivery schedules. From the retailer’s 
point of view the diversity aggravates the inventory problem at a 
time when it is already complicated by rising costs. How to carry 
adequate retail stocks in a broad spectrum of styles and also keep 
operating capital tied up in a large reservoir of staple merchandise 
is a thorny problem for the store. 

Here again the wholesaler can play a role that can proye profita- 
ble. A certain appealing boldness and clarity of thinking charac- 
terized the remarks of Donald Drinkard, NATAW president, when 
he addressed the National Retail Merchants Association and pro- 
posed that the wholesale distributor can increasingly be a source of 
basic merchandise in soft goods to department store as well as 
small store, offering the same service to both. 

(Continued on Page 25) 


sNation’s Wholesalers Assemble For NATAW Convention 


Knits, Swimwear 
Featured At Big 
Annual Exhibit 


Sweaters, knit sport shirts, and 
swim trunks will be prominent 
among the vast number of ap- 
parel and textile products on 
display for visiting wholesalers 
at the 34th annual convention 
of the National Association of 
Textile and Apparel Wholesalers 
which opens at the Statler Hilton 
Hotel today. The convention ac- 
tually got under way yesterday 
with the traditional president’s 
reception in the Terrace Lounge 
of the hotel. Exposition booths 
will be open from 9 to 6 P.M. 
Monday, Tuesday and Wednes- 
day. 

A record number of whole- 
salers from all sections of the 
country is expected to attend the 
four-day meeting, according to 
C. Meryl Sullivan, NATAW ex- 
ecutive vice president. Alfred C. 
Thompson, president of the Na- 
tional Retail Merchants Associ- 
ation and vice president and 
general manager of Miller & 
Rhoads, Inc., Richmond, Va., 
will be’ guest speaker at the 
annual banquet tonight. 


A manufacturer - wholesaler 
session will be held on Tuesday 
morning at 9:30 A.M. in the 
Ivy Suite of the hotel. Donald 
Drinkard, William R. Moore 
Dry Goods Co., and retiring 
president of the Association 


(Continued on Page 25) 
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NATAW Convention Feature 


Wholesalers’ Knitwear Volume Gaining 


By CHARLES REICHMAN, Editor 
DRY goods wholesalers are rediscovering knitted outerwear. Not 
since the early Twenties when the dry goods wholesaler was the 
sole pipeline through which knitted outerwear and swimwear manu- 
facturers channeled their goods to retailers has his business in 
sweaters, knit shirts and swim suits been as big and profitable as 


in the past few years. Last year 
did not turn out quite as well as 
the previous one but this was 
largely because unfavorable 
weather early in the fall and 
retarded economic activity in 
the third and fourth quarters of 
the year had conspired to hold 
volume down for many whole- 
salers. Significantly, a number of 
them nevertheless managed to 
complete the year with higher 
knitwear sales than in 1959, a 
year which saw new records es- 
tablished in the sale of sweaters, 
knit shirts and swimwear at the 
wholesale level. 
Sights Higher 

For 1961, most wholesalers, 
despite the slight down-turn in 
sales experienced last year, are 
planning a bold step-up in the 
knitwear phases of their opera- 
tions. Although they admu tnat 
the going may be somewhat 
rugged, at least in the first half 
of the year, for the most part 
they are fairly confident that 
their broader sales targets 
have not been overdrawn. One 
prominent Southwestern whole- 
saler, for example, reported that 
if economic conditions are favor- 
able he expects to do 15 per cent 
more business in knitwear than 
he did in the year just ended. 
Another wholesaler in the North- 
west has charted an almost 
equally optimistic sales goal for 
his knitwear department. In both 
cases, knitted outerwear including 
swim suits account, respectively, 
for 25 and 30 per cent of total 
soft goods business. Up until a 
couple of years ago, neither 
company’s volume on knitwear 
amounted to more than seven to 
10 per cent of aggregate sales. 

Use As Counterbalance 


Although the majority of dry 
goods wholesalers may not be 
quite as ambitious or daring in 
their knitwear plans for 1961 as 
these two operators, most are 
banking on their sweater, knit 
shirt and swim suit lines to help 
them offset an expected sales dip 
in the other apparel and textile 


products they handle. 

“Knitwear today is one of the 
most popular items of apparel,” 
commented one major Southern 
dry goods distributor, “and any 
wholesaler who overlooks this 
profitable product area is not a 
very alert merchant. It is true 
that it has taken many of us a 
number of years to rediscover 
that there is a profit in knitted 
apparel but the wholesaler who 
has been on the ball in the last 
few years has been vigorously 
making up for lost time.” This 
wholesaler indicated that 1961 
will see a mass shift on the part 
of dry goods wholesalers to ag- 
gressive promotion and sale of 
knitted outerwear lines. 

Despite the fact that dry goods 
wholesalers generally see knitted 
outerwear as a promising field 
for their type of operation, most 
are realistic enough to recognize 
that in going after knitted outer- 
wear and swimwear business 
more intensively, they will be 
facing some pretty stiff com- 
petition from direct-selling man- 
ufacturers and specialty knitwear 
distributors. 

Imports A Factor 

In attempting to wrest for 
themselves a larger share of the 
knitwear market, dry goods 
wholesalers appreciate too that 
importers of popular-priced knit- 
wear from Japan and Hong Kong 
represent tough competition; 
most of these importers today 
have broken loose from whole- 
salers and are selling directly to 
retailers. 

To counter this difficult com- 
petition, dry goods wholesalers 
plan to exploit what they call 
their natural merchandising ad- 
vantages, chief among which is 
their inventory-carrying function. 
The historic job of the dry goods 
wholesaler has always been to 
maintain a full inventory of 
goods in sizes as well as colors 
readily available for the retailer. 

If properly carried out, this 
function can serve to relieve the 
retailer of knitwear of many of 


his own inventory headaches. A 
retailer working with a dry goods 
wholesaler who maintains a 
ready supply of back-up stock 
need never carry a high inven- 
tory on his shelves. 

Because of the volatile nature 
of knitwear and swimwear, many 
retailers within recent years 
have come to appreciate the 
wholesalers willingness to main- 
tain a ready inventory of 
desirable goods. Unfortunately, 
until recent years, most whole- 
salers have been reluctant to ac- 
cept this responsibility, at least 
in high-style knitwear. But hav- 
ing lost a good deal of the re- 
tailers’ business in knits that they 
formerly enjoyed, a majority of 
wholesalers appear now to be 
coming around to the idea that 
increased volume in knitwear re- 
quires a change in purchasing 
and sales tactics; they have to be 
more daring with inventory as 
well as more forceful in selling. 

Shift In Policy 

Interestingly enough it is this 
changed attitude of many dry 
goods wholesalers toward inven- 
tory which has led a number of 
direct-selling knitted outerwear 
producers to reexamine their pol- 
icies with respect to selling to 
the wholesale trade. Today not 
only have a number of such 
manufacturers reverted to deal- 
ing with wholesalers exclusively 
but some of the larger direct-sell- 
ing knitwear manufacturers have 
opened up wholesale depart- 
ments catering to dry goods 
distributors in areas in which 
they have little or no contact with 
retailers. Even many department 
and chain stores which in recent 
years have preferred doing busi- 
ness only with direct-selling 
manufacturers now realize that 
the dry goods wholesaler can be 
an excellent resource for knit- 
wear mainly because of his will- 
ingness to maintain relatively 
extensive inventories of goods. 

Many retailers have found 
that at the height of the season 
desirable styles in sweaters, knit 
shirts and swim suits are more 
readily obtainable from nearby 
dry goods wholesalers than the 
manufacturers from whom their 
initial stocks had been purchased. 
This is, of course, not surprising 

(Continued on Page 23) 
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VATAW Convention Feature 


taple knit garments. Times are 
ow different. No wholesaler in- 
terested in expanding his knit- 
ear volume can ignore styled 
oods. This is, of course, basic 
» the increased volume in knit- 
ed outerwear which alert whole- 
alers are now enjoying. It is the 
eason too why many knitwear 
anufacturers have come to de- 
end more on the wholesaler to 
et their merchandise to the re- 
ailer. 
The wholesaler is the ideal 
arketing channel for the manu- 
acturer and the natural resource 
or the retailer. Through advance 
ommitments and broad territo- 
ial coverage he plays the part 
bf a field warehouse operator for 
both. A retailer working with 
uch a wholesaler can start off 
ith a token selection of ex- 
ected best sellers considerably 
advance of the season, with 
e knowledge that as the season 
pproaches he can more safely 
ook the type goods that will 
pparently move best with his 
ade. The ability to produce 
uick shipments just when 
eeded is a function more easily 
upplied by his wholesaler than 
y other member in the dis- 
ibutive channel. 
Early Inventory 

Another equally important 
eason why the wholesaler is do- 
g a bigger job with knitwear 
his inventory-carrying func- 
ion, thus reducing the retailer’s 
ted for building large stocks of 
oods in season and investing a 
ubstantial portion of his capital 
arin advance of the time he may 
heed it. 
In knitted outerwear as with 
ther categories of soft goods, 
ttailers both large and small 
an alleviate their inventory 
problems through good connec- 
Ons with the wholesaler. The 
Wholesaler who is alive to the 
merchant’s demands for the new- 
st of goods when needed, main- 
uins adequate stock to assure 
Wick deliveries. At the same 


By S. I. MENDEL 
President-elect, National Association of Textile 
And Apparel Wholesalers 
THE only wholesaler who can do a satisfactory job with knitted 
buterwear is the one who takes it seriously enough to create a strong 
nitwear department within his organization, staffed with properly 
rained buying, merchandising and sales personnel. Until recently 
ost wholesalers confined their knitwear operations to a few basic 


time he is equipped to help the 
retailer sell more profitably. 

In our own company we took 
steps five years ago to do a big- 
ger and better selling job with 
knitted outerwear. At that time 
we launched a separate division, 
located in a new modern build- 
ing only two blocks from our 
headquarters. Known as _ The 
Majestic Corporation, this divi- 
sion features only women’s, girls’ 
and infants’ outerwear lines, 
among which knitwear is of 
major importance. 

Majestic merchandise is sold 
by its own highly trained selling 
staff both on the road and in the 
showrooms. Not only has volume 
on better goods increased but it 
is significant that a large segment 
of this business comes from the 
larger and more specialized 
stores. It is also interesting to 
note that in our improved set-up, 
several name brand manufac- 
turers have discovered a distribu- 


S. I. MENDEL 


tion medium for which they had 
been looking a long time. They 
realize that Majestic with its 
select group of salesmen, with 
a complete coverage of large and 
small cities, can sell and deliver 
the goods from Atlanta at a 
distinct saving to both manufac- 
turer and retailer. 


Special Staff 
We have learned that im- 
proved recordkeeping, closer 


inventory control, attractive 
modernized premises and a 


(nitwear Requires Special Treatment By Wholesaler 


proper presentation of the goods 
are necessary to develop a profit- 
able knitgoods operation. 

Majestic is putting more and 
more emphasis on its lines of 
women’s knitwear, anticipating 
accelerated activity on knit suits, 
blouses, skirts, sweaters, and 
novelty knit items. Our company 
is particularly enthused over the 
prospect of doing a big business 
on women’s and girls’ knit swim 
suits. 

At H. Mendel & Company, 
our parent operation, where the 
men’s and boys’ knitwear lines 
are handled, continued heavy 
play is expected on highly styled, 
top fashion sweaters and knit 
sport shirts to an even greater 
degree than has already been ex- 
perienced. The reason 1s a simple 
one; people not only go for knit 
garments from a practical view- 
point but with the smart new 
styling, appealing colors and 
clever details, their wardrobes 
are not complete unless they 
contain a lot of everything new 
in this category of wearing ap- 
parel. As an indication of the 
optimism at H. Mendel & Co., 
plans are now being prepared to 
allocate additional area to knit- 
ted outerwear. 


NATAW Convention Feature 


How Arenowitch Builds Knitwear Volume 


COLUMBUS, Ga.—Building and maintaining a volume business 
in the wholesaling of knitted outerwear and other items is a con- 
stant aim of Arenowitch, Inc., here. H. B. Arenowitch, vice 
president of the 63-year-old local firm, explained that one of the 
newest facets of the company’s progressive management procedures 


is the use of a flexible account- 
ing machine. 

Installed a year ago, the com- 
pact one-operator device is so 
designed that it can be used to 
tabulate all necessary credits 
and debits, producing a running 
record of the financial status of 
each retail customer. 

Arenowitch said the book- 
keeping machine does the work 
of several employes, thus it 
contributes to the overall oper- 
ation of the firm by creating 
more time for office personnel 
to do other necessary tasks in 
the plant. The machine did not 
eliminate any of the personnel, 
but it did improve the general 


plant operation, Arenowitch 
said. 

The company is now in the 
process of establishing stock 
control records and a controlled 
inventory, he said. These addi- 
tional operational methods have 
been found necessary due to 
style changes in apparel mer- 
chandise. 

Arenowitch explained that 
style changes are more frequent 
today, thus the firm must keep 
a close check of its inventory as 
compared to retail orders, at- 
tempting to keep the two bal- 
anced and thereby insuring rea- 
sonable profits. 


Knitted outerwear, one of the 
major lines of Arenowitch, Inc., 
will be solid sales items in the 
Chattahoochee Valley this year, 
Arenowitch said. 


“We expect strong sales in 
the basic colors with contrast- 
ing trims, with boatneck pat- 
terns with the three-quarter 
sleeves being in demand. The 
conventional and the pancho 
V-styles in shirts and blouses 
are good sellers too,” Areno- 
witch said. 

The male demand leans to 
shawl collar sport shirts, pull- 
over style, in colors of green, 
gold, black, and white. 

Feminine demand points to 
retailer requests for pullovers 
in the placquet, pancho, and 
boatneck styles. Colors include 

(Continued on Page 21) 
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NATAW Convention Feature 


feel strongly that knitted outer- 
wear is one of the types of 
merchandise we distribute that 
has a strong future.” 

Harry Pinkston, William R. 
Moore vice president in charge 
of merchandise, points to con- 
sistently outstanding customer 
service as one of the bases of 
the company’s success with 
knitted outerwear. Jesse Massey, 
vice president in charge of sales, 
shows how special selling tech- 
niques can boost knitted outer- 
wear volume. 

“When the next season’s lines 
are being introduced,” Mr. Mas- 
sey Says, “we put knitted outer- 
wear specialists into the territory 
with our regular sales represent- 
atives. Our customers can derive 
great benefit from the specialized 
knowledge and close contact 
these nen have in the knitted 
outerwear field” 

Mr. Pinkston points out fur- 
ther that the company’s seasonal 
and timely mailings on knitted 
outerwear bridge the gap be- 
tween the salesman’s visits and 
keeps the retailer informed of 
knitwear trends and offers. Co- 
operative advertising properly 
employed and carefully moni- 
tored, is used to help the retailer 
as well as the manufacturer and 
the William R. Moore Co. 

“Special services like these, 
backed up by the company’s 
policy and practice of outstand- 
ing day-to-day service to all its 
customers in all its lines, pay 
off in increased knitted outer- 
wear volume,” according to Mr. 
Massey. 

Knitted outerwear regularly 
has an important place in the 
company’s spring and fall mar- 
ket weeks. These semi-annual 
store-wide shows, arranged by 
Mr. Pinkston, have for many 
years been well attended by 
buyers from the company’s 
thousands of retailer-customers 
within a radius of 150 or 200 
miles of Memphis. 

Each season William R. 
{Moore Co. devotes several of 
ts spacious display windows to 


MEMPHIS, Tenn.—Knitted outerwear, says Donald Drinkard, 
president and chairman of the board of William R. Moore Dry 
Goods Co. and retiring NATAW president, “is definitely a growth 
business with us.” “Here in the South our knitted outerwear em- 
phasis is obviously on the medium- and lighter-weight items. We 


knitted outerwear. By so doing, 
the firm accomplishes a dual 
purpose: The retailer who sees 
the windows can pick up work- 
able ideas for his own displays, 
and the passer-by who shops 
the windows is confronted with 
prominent placards urging him 
to call for the garments by 
brand name at his favorite re- 
tail outlet in his home town or 
community shopping center. 
National Brands 

Name brands of knitted out- 
erwear are receiving more and 
more attention from the com- 
pany, Mr. Drinkard reports. 
Private brands are being de- 
emphasized and discontinued 
from time to time in favor of 
nationally advertised merchan- 
dise. 

Fred Staples, knitted outer- 
wear buyer for the company, 
says the firm is gradually effect- 
ing some reduction in the num- 
ber of different brands of knit- 
wear carried. By discontinuing 
all but one of several brands of 
nearly identical merchandise, 
the firm is able to pass to its 
customers the savings that re- 
sult from simplification of the 
many merchandising functions 
involved. 

Reduction in number of lines 
carried is found here. However, 
the company realizes that there 


DONALD DRINKARD 


are rather definite limits to this 
type of specialization, and the 
company does not intend to go 
beyond those limits. The firm 
will never be so highly special- 
ized that it fails to serve the 
varying needs of its customers, 
Mr. Drinkard states. Since it op- 
erates in a comparatively thinly 
populated area, the company 
must carry a wide diversification 
of lines to maintain its tradi- 
tional position of complete cus- 
tomer service. 

Mr. Drinkard points out that 
all the many and varied services 
performed for the retailer tie in 
with the William R. Moore con- 
cept that no merchandise philos- 
ophy is applicable not only to 
knitted outerwear but to every 
line of merchandise the company 
distributes. 

That the merchandising poli- 


WHOLESALER SELLS TO LATIN AMERICA 


MIAMI, Fla. — Knitwear is playing an increasingly important 
role with Florida Merchandising, Inc., here, one of the city’s oldest 
wholesale dry goods companies. About 30 per cent of the com- 
pany’s business in knitwear is done with stores in Central and 
South American countries and with retailers in the Bahamas and 


Puerto Rico. 


In knitwear, the company stocks popular-priced men’s polo 
shirts, medium-priced sweaters for men, women and children and 
a complete range of swim trunks and swim suits. Only five per cent 
of the company’s sweater sales are in staple types. There is a big 
growing demand for novelty numbers from both U.S. and Latin 


American customers. 


In addition, to sweaters and swim suits, Florida Merchandising 
also does a big volume of business on sweat shirts. Last year the 
company sold over 3,000 dozen. Demand for sweat shirts is largely 
for the new novelty styles rather than staple models. 


Knitwear Volume Mounting At William R. Moore D. G. Co. 


cies and practices of the William 
R. Moore Co. meet with the 
approval of its customers is best 
demonstrated by the fact that 
1960 marks the beginning of the 
company’s second century of 
service to the textile and ap- 
parel retailers of the mid-South. 

Founded in 1859, the fledg- 
ling firm was forced to withstand 
the stresses of the Civil War 
during the first six years of its 
life. Then in the late 1870's the 
organization again was put to 
a severe test by the yellow fever 
epidemic which virtually deci- 
mated the population of Mem- 
phis and brought business al- 
most to a complete standstill. 

A half-century later the 
company again survived the 
great depression. However, it 
emerged in a position of strength 
and was able to play an impor- 
tant role in the economic re- 
covery of retail business in its 
merchandising area. 

Modern Operation 

Mechanization and automa- 
tion have proceeded apace at 
Wm. R. Moore Co. The han- 
dling of floor coverings—one of 
the firm’s principal lines — is 
almost completely automated in 
a building designed for that pur- 
pose. Virtually all its hard goods 
are now handled with the amount 
and kind of automation and 
mechanization appropriate to 
the nature of the merchandise. 

The problem of automating 
the handling of soft goods has 
not yet been solved. But even 
in this area the company has 
succeeded in introducing a de- 
gree of mechanization sufficient 
to speed the flow of soft goods 
items. 

Mechanization of records 
keeping has been effected in 
large measure, particularly in 
the areas of inventory control, 
accounts receivable, and ac- 
counts payable. 

The company’s efficient and 
smoothly-running operation en- 
ables it to fill almost every order 
the day it is received. To the 
will-call customer the firm pro- 
vides two-hour service. Custom- 
ers within driving distance of 
the warehouses make extensive 
use of this fast pick-up service. 
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hecause... the TIMES reaches more specialty knit goods jobbers and general dry goods wholesaler 
than any other trade publication. 


hecause... Wholesalers actually look for advertising in the TIMES—to know what their old resources 
are planning and what firms they’ve never bought from before will have to offer. 


hecause... with competition becoming keener than ever, even the best knit goods line has to be seen 
to be appreciated. Advertising in the TIMES will stimulate buyers to see your offerin 
.. will actually “pre-sell” your merchandise. 


hecause ... advertising in the TIMES is amazingly low priced — so every dollar you spend bring: 
back many more in direct and traceable business. 


If you haven't yet tried an ad in the TIMES, 
call, write or wire today for full details. 


No obligation, of course. 


Knitted Outerwear Times 
ER Pele Shire t Lines AVENUE SOUTH NEW YORK 16, Y. 


NOVEMBER 20—Opening of Spring Knitwear Lines | MURRAY ae 


ANUFACTURERS... 
| 


is of 


# 


ALL THE KNITWEAR NEWS...EVERY WEEK 


plus . . . Reports on programs, policies and activities of wholesaler asso- ; * 
ciations. 
irces 
plus . . . Specialty selling techniques which wholesalers are adopting for ae 
their knitwear departments. 1a 
n 
eri plus . . . Remodernization plans and programs of leading wholesalers ee 
n 
throughout the country. ed 
- plus . . - Interior and window display services offered to retailers by 2 


plus . . . More specialized advertising directed to the wholesale trade 1 
than any other publication. 


Fill in coupon and return TODAY 


f KNITTED OUTERWEAR TIMES 
386 Park Ave. South, New York 16, N. Y. 


Please enter our subscription to the Knitted Outerwear 
Times for one year. Check is enclosed. Domestic — 
$10.00 per year; Canada-Foreign — $15.00 per year. 


Subscribe now! 
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ATAW Convention Feature 


DULUTH, Minn.—The attitude toward ’61 of the man who 


Bowl. Maury Crane, president 
of the Crane Distributing Com- 
pany, is approaching 1961 with 
caution too. Like a good coach, 
he’s watching for signals indi- 
cating an upturn in business. 
Meantime, he thinks 1961 will 
be every bit as good as 1960— 
a year of mixed blessings in the 
north central area. 

Crane, a native Duluthian, 
runs Crane Distributing Co. and 
Minneapolis-based Earl  Part- 
ridge Co. which he acquired in 
1955. Although he now lives in 
Minneapolis, he divides his time 
between the Mill City and Du- 
luth. The two firms operate in 
Minnesota, North and South Da- 
kota, lowa and Wisconsin. 

In selling knitted outerwear 
and other dry goods items Crane 
operates on the principle that 
his company is a service organ- 
ization. He employs specialty 
men. Salesmen are trained for at 
least two years in the house be- 
fore they go out on the road to 
sell. They must be aware of 
market conditions, cost factors 
and customer problems. It is 
through selling and servicing 
that Crane believes the dry 
goods wholesaler can meet the 
competition of chain and mail 
sorder firms and, more, the re- 
scent threat of discount houses. 

The Crane organization car- 
ties basic stocks in order to ser- 
vice customers. Crane has found 
through 20 years experience that 
the customer, especially the 
large department store, must 
be serviced immediately. The 
pwholesaler must be able to give 
immediate delivery of a very 
specialized selection of mer- 
chandise. This entails strict in- 
ventory control and a re-order- 
ing system that is literally ahead 
of the order. The wholesaler 
must have available at all times 
immediate data on the condition 
of his stock, assortment of col- 
ofs, sizes and styles. 

Crane cites his own big in- 
ventory in his headquarters in 
phe Industrial Building on South 
Lake Avenue where he has 


heads two large dry goods wholesale houses is similar to that of 
the coach of Minnesota’s 1960 national football champion Gophers. 
Coach Murray Warmath approached the fall season with cautious 
optimism and quiet faith in the men who finally went to the Rose 


10,000 cubic feet of space. The 
difference between profit and 
loss on a certain item, accord- 
ing to Crane, is in “telegraph- 
ing the play”. He has to be 
aware, through inventory con- 
trol, that certain styles and sizes 
of a given item are getting low 
on a merchant’s shelf. “If the 
item isn’t in stock when the 
order comes in, a good ground 
play may end up thrown for a 
loss and, with it, business and 
good will,” he says. That’s why 
Crane has set up a unique re- 
ordering system. 

The firm has done much over 
the years to speed up and im- 
prove warehousing methods. 
Crane endeavors to ship orders 
the same day they are received. 
This is done through an efficient 
system of filing and checking the 
order. The warehouse has been 
modernized to make use of 
chutes and communications sys- 
tems although Crane went back 
to the use of 4-wheel trucks 
in the filing of orders after he 
found that conveyor-belts were 
not feasible. This, however, was 


MAURY CRANE 


his only concession to older 
methods since he believes in us- 
ing mechanization to the fullest 
in warehouse and office. 

In the office, automatic dic- 
tation instruments and book- 
keeping machines are very much 
in evidence providing important 
time savers as far as the office 
staff and officials of the com- 
pany are concerned and narrow- 
ing possible margins of error. 
Crane believes the machines 
more than pay for themselves 
over a period of time. Penalties 
in this business—as on the play- 
ing field can be expensive, in his 
view. And it takes a good quar- 


terback with all the facts and 
figures at his fingertips to score 
in a highly competitive market. 

Crane believes the wholesaler 
has an obligation to serve the 
independent retailer — improve 
their ability to face up to the 
competition of the big retail 
utilities. Improved techniques of 
distribution, he feels, can lower 
costs for these smaller custom- 
ers. 

At the same time, Crane is 
not losing sight of the large de- 
partment stores which form the 
backbone of his business. 

In looking ahead to 1961, 
Crane sees no difficulty in sell- 
ing quality, well-styled brands 
of knitwear. In addition to the 
popular shawl collar sweat shirt 
and bulky sweaters that are so 
popular now, he sees emphasis 
on these selling items: 

e Knit sports shirts, especially 
boat neck models, short sleeve 
striped and plain numbers fea- 
turing an emblem on the pocket. 

e Swim suits and trunks, in 
Lastex and fancy pattern ma- 
terials. 

Crane takes note of the area’s 
usually severe and snowy win- 
ters. As winter sports activities 
increase sales of knit skating 
and skiing caps, mittens and 
gloves rise. 


NATAW Feature 


Dieterich Field Stresses Specialty Selling 


OMAHA, Neb.—Specialty selling is at the basis of the success- 
ful knitted outerwear department at Dieterich Field, Inc. The 
company has two salesmen who specialize in knitted outerwear 
sales. The higher mark-up margin in this department as compared 
with some of the other nine departments originally prompted the 


thinking in this direction. Diete- 
rich Field, Inc. has 42 office and 
warehouse employees backing 
up a sales force of 15 men who 
cover Nebraska, North and 
South Dakota, and parts of 
Wyoming and Iowa. This dry 
goods wholesaling operation is 
divided into ten departments, 
each managed by a merchan- 
dising head. 

The two knitwear sales spe- 
cialists have two jobs: (1) to 
sell directly a small number of 
large retailers in the area, and 
(2) work with all the other 


salesmen on the staff to make 
these salesmen more effective in 
knitted outerwear lines. 
Materials handling at the com- 
pany’s three warehouses is car- 
ried out on warehouse trucks. 
Except for a few high volume 
categories where bulk storage is 
used, goods are unloaded di- 
rectly from incoming carriers to 
the spot where they will be 
taken out of inventory to fill 
orders. Orders are taken from 
the mail room checked for 
credit, then sent to the sixth 


floor of the warehouse; from 
there the order will work its way 
down each floor on a consecu- 
tive order system until it arrives 
at the shipping room. This sys- 
tem results in over 90 per cent 
of the orders being shipped on 
the day they are received. 

Much of this effectiveness is 
attributed to the fact that the 
inventory is being department- 
alized more completely in line 
with the ten departments that 
the company has been divided 
into on an over-all basis. De- 
partmentalizing has made the 
order fillers, who are assigned on 
the basis of departments, much 
more efficient. Not only is the 
actual order filling done better. 

(Continued on Page 25) 
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KNITTED OUTERWEAR TIME 


“COTTONS” 
te COLOR 


Newest spring colors give the all-im- 
portant eye and sales appeal to next 
season's styies. 


VALDESE has the experience, know-how 
and tremendous dyeing capacity to let 
you quickly meet or match the ever- 
changing colorama so necessary to 
fashion success. 


You can assure the success of your new- 
est styles with quality dyed yarns by 


MANUFACTURING COMPANY, INC. VALDESE, NORTH CAROLINA 


DYED YARNS 
ALL 
DESCRIPTIONS 


ONE OF THE WORLD'S LARGEST PRODUCERS OF DYED YARNS 
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| NATAW Convention Feature 


Lee Dry Goods Co. Sees Rise In Men’ S Sweater Sales 


SHREVEPORT, La. — Business in men’s and boys’ knitwear 
will be better in 1961 than in the year just ended, predicts W. O. 


“Buddy” 


Mitterlehner, manager of the men’s, women’s and chil- 


dren’s knit goods department at Lee Dry Goods Company, Inc., 
here. He thinks sales in men’s knitwear will come close to women’s 


and misses’ sweater volume. 
Knitwear, according to Mitter- 
lehner, is “just coming into its 
own,” and on into the future. 

Lee has an outside sales crew 
of 10 men. At the beginning of 
each year, the assistant depart- 
ment manager travels a week 
with each man, introducing the 
new lines, and calling on only 
the best customers and pros- 
pects. The company finds this 
effective in that the customer 
attaches more importance to a 
call from two men than he does 
to a single salesman; moreover, 
the team is harder to turn down 
than one man alone would be. 
After the assistant manager 
moves on to the next salesman, 
the salesman he _ previously 
worked with cleans up the terri- 
tory by carrying the new lines 
to the smaller customers who 
were skipped during the first 
week. 

Service to its customers is 
built around the maintenance of 
large stocks and making imme- 
diate shipments. Mr. Mitter- 
lehner says that all orders are 
shipped on a one-day basis. By 
their maintaining large stocks, 
the customer can buy smaller 
quantities and turn his money 
over faster for increased profits. 


No perpetual inventory rec- 
ord of merchandise on hand is 
maintained at Lee. However, 
various other records are em- 
ployed for stock control. When 
orders for sweaters and other 
knit goods are placed with mills 
prior to the beginning of a sea- 
son, all sales for future ship- 
ment of this merchandise are 
tabulated against these mill or- 
ders. In the slack periods prior 
to each season, physical inven- 
tories are taken periodically and 
re-orders made to maintain 
stocks, but once the rush is on 
during the main part of the 
season, no attempt is made to 
build regular inventories and re- 
orders are placed when, during 
routine sales, an item appears to 
be running low. A copy of each 
invoice is circulated through all 
departments, and each depart- 


ment enters cost on their items; 
then the invoice is sent to the 
main office where profit is fig- 
ured daily, thereby giving sales, 
profits and inventory. This in- 
ventory is dollar-value of mer- 
chandise on hand, and not an 
itemized list of merchandise. 
The general office makes a re- 
port each month to each depart- 
ment showing how it stands. Mr. 
Mitterlehner says this is “a won- 
derful guide” in planning future 
operations. 

Lee moved into its own one- 
story 60,000 square feet of 
building in 1955. Goods flow 
through five times faster than 
they did in their old five-story 
structure. Approximately half of 
Lee’s sales are made on their 
display floor, and having every- 
thing on one floor makes it 
much easier for customers to 
move around and make selec- 
tions and to move merchandise 
through the building. 


O. MITTERLEHNER 


Lee uses what is called the 
card system on both road sales 
and house orders. Salesmen 
write different orders for each 
of the nine departments. These 
orders then go through the 
credit department, and after 
clearing credit, a stenographer 
writes up a shipping card show- 
ing which departments the cus- 
tomer has orders in. The orders 
then go to the department con- 
cerned, and after enough time 


has elapsed for the order to be 
filled, an order collector takes 
the card around to the various 
departments indicated and picks 
up the merchandise. All mer- 
chandise is turned into the 
billing room and when all of a 
customer’s order is complete, 
the shipping card is placed on 
top which indicates that the or- 
ders are ready to be billed and 
shipped. 

A unique feature of Lee’s 
billing operation are mobile 
Burroughs billing machines. Ma- 
chine and operator move on a 
dolly around the billing room, 
where the completed orders are 
stacked. The orders are called 
to the billing machine operator 
and a three-part invoice is writ- 
ten and extended automatically, 
one going to the customer, the 
other to the general office, and 
the third to the department 
concerned. 

Each morning a stenographer 
writes each customer of the pre- 
vious day a letter concerning 
any item not shipped and indi- 
cating what action has been 
taken in reference to these 
shortages. 


NATAW Convention Feature 


Knitwear 40% Of Richmond Operation 


RICHMOND, Va.—Oscar P. Kelley, sales manager and knitted 
outerwear buyer of the Richmond Dry Goods Company, is con- 
vinced that the way to success in distribution is along lines adopted 
by his company. As far back as 1948 his company saw the value 
of representing brand names and benefiting from national adver- 


tising. However, it was not until 
the re-organization of the com- 
pany in 1956 that the present 
philosophy of distribution was 
adopted. P. W. Klaus, who be- 
came president in that year, took 
the bold new step. The company 
adopted the policy of represent- 
ing given manufacturers in a 
specific area, handling all outlets 
dealing with the products of 
these manufacturers and, in turn, 
having a franchise on all of 
their goods. 

“T firmly believe this concept 
is the most forward-looking 
movement in distribution of 
goods today”, declared Kelley. 

In the past, Richmond sold 
“everything from soup to nuts,” 
as Kelley put it; now the 


firm has only three departments 
—knitwear, bedding and piece 
goods. The knitted wear depart- 
ment represents approximately 
40 per cent of the firm’s total 
business. In this department 
Kelley concentrates on one well- 
known brand. 

By concentrating he means 
pushing a product in ten states 
and the District of Columbia. 
For under the present set-up the 
Richmond Dry Goods Company 
acts as distributor for the manu- 
facturer in Virginia, North and 
South Carolina, Georgia, Flor- 
ida, parts of Alabama, Tennes- 
see, Kentucky, West Virginia 
and the District of Columbia. 

Under this plan the manu- 
facturer depends upon the firm 


to cover the zone thoroughly. 
This means that the firm sells 
large accounts in the same city, 
perhaps selling to stores directly 
across the street from each other. 
Yet this method is proving high- 
ly satisfactory. Once an account 
is placed the firm gives real ser- 
vice to the retailer. 

“We believe,” said Kelley, 
“that the basic function of a 
distributor is to service retailers. 
We also believe that we can do 
this more economically than it 
can be done by other methods 
currently being employed in the 
field.” 

When Richmond Dry Goods 
Co. began pioneering in zoned 
distribution they had to chart 
their own pattern. They had 
their own warehouses in Rich- 
mond. But additional ware- 
houses had to be added as the 
area serviced and the business 


(Continued on Page 15) 
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KNITTED OUTERWEAR TI 


ORTH IT! 


Proven performance is worth more than 
a million experiments. Wool is no “pig 
\ in the poke” fiber. Its sterling character 
has long since been established through 


\ \ the centuries. 


Remember this foursome: 


(1) WOOL stands on its own exclusive virtues. 

(2) WOOL never has to resort to claims of being anything but its own 
matchless self. 

(3) The demand for genuine, uncomplicated WOOL keeps soaring. 


(4) The foresighted knitter never hesitates to stake his reputation on 


WOOL for real profit. 


ENERGETIC is completely sold on the worth of wool, and has built an enviable 
reputation as wool yarn specialists for the knitwear trade for more than four 
decades. 


Strengthen your investment in integrity by calling on Energetic for your wool 
yarn, custom-tailored to your needs. It’s WOOL worth it. 


Enerceric Worsted (Corporation 
SUPPLIERS OF ALL GRADES OF WOOL Bridgeport a — 
Telephone — "5.4970 


TO THE 
KNITWEAR 
TRADE 


Other virtues that m 

wool the “first” fiber with 
everyone, from consume 
and retailer to every link ip 
the production chain, are; 


CONSUMER 


Wool is the only fiber tha 
gives true, natural warmth 
always looks right and fee 
right. . . . Its great absorp 
tive ability gives wool a sur 
face-dry texture — neve 
clammy or cold even afte 
being immersed in water... 
bouncy resiliency gives sv 
perior wearing comfort ... 
sturdy and long-wearing ... 
never wrinkles or mussés 
kinder to the skin than any 
other fiber. 


RETAILER 


Wool builds prestige be 
cause it spells quality, rich 
ness and full value received 

. customers do not hav 
to be educated on wool 
qualities, are never confused 

. wool satisfies; satisfied 
customers mean more busi 
ness. 


KNITTER 


Wool has no handling prob 
lems, works through ms 
chines with ease . . . never 
varies in its natural quality 
. . . has a softness that en 
hances richness and texture 


of knitted fabrics. 
SPINNER 


No time or money wasted 
in trial and error whes 
working with wool . . . cat 
be handled without special 
controls . . . runs better 
machines. ..always reliable, 
its performance is proven. 


DYER 


Wool is less costly to dye ... 
dyeing is easier, doesn’t re 
quire special machinery ... 
easier to wind . . . takes the 
widest range of shades, with 
no color-matching difficul 
ties. 


JANUA 
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produced expanded. Today, the 
company operates warehouses in 
Atlanta, Knoxville and Orlando. 
“We feel that we have to be 
close to the merchants served,” 
Kelley commented. “We believe 
that a distributor should have 
a franchise for a given line, and 
adequate warehouses to which 
the goods may be shipped within 
easy access of the outlets; we 
know that we can do the mer- 
chandising more efficiently and 
economically this way.” 
Maintaining four warehouses 
in widely separated areas de- 
mands extensive work on inven- 
tories across the entire zone. 
“It takes constant surveillance”, 
Kelley pointed out, citing as an 
example, one large outlet where 
one of his best trained salesmen 
checks with the store each week. 
The salesman goes to the store, 
meets with the department head 
there, checks the inventory for 
needed orders, and helps set up 
the display. In this way he as- 


Helping retailers arrange attractive displays of knitwear is one of the 
services rendered by the Richmond Dry Goods Company. Here is the result 
of a display in a large department store served by this Virginia distributor. 


sists in keeping accurate records 
of articles which are moving, 


promotes the most seasonable 
and desirable sales, and offers 


expert help in displaying mer- 
chandise. 

Another service which Rich- 
mond offers its retail customers 
is in advertising support. The 
manufacturer participates in co- 
operative advertising, but leaves 
the allocation of funds entirely 
up to the wholesale company. 
In order to use this money to 
the very best advantage Kelley 
endeavors to insure intelligent 
use of public media, displays 
and special promotions. “We try 
to make our advertising do the 
best possible job for the retailer, 
the manufacturer and the dis- 
tributor”, he noted. 

Kelley keeps a wide assort- 
ment of tear sheets from the 
many outlets and also has in- 
numerable photographs of spe- 
cial features promoted in one 
or the other of the stores. In 
addition, he issues bulletins 
aimed at keeping the retailers 
abreast of new ideas which will 
help them. 
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Product Specialization Growing Among 


NASHVILLE, Tenn.—Specialization with a capital S is striking 
at the traditional merchandising of American dry goods whole- 
salers. “There is a widespread tendency in the wholesale dry goods 
field, across the country toward specialization, handling fewer 
products, paring down inventories bringing closer tieups with the 


manufacturers,” said Joseph 
Reeves, president of J. S. Reeves 
and Company, this city. 

The Reeves company which 
supplies retailers in 2,000 towns 
in middle Tennessee, northern 
Alabama and southern Ken- 
tucky within a 200-mile radius 
of Nashville has recently in- 
dented the previously stalwart 
big city business houses, by sup- 
plying “*better service—quick de- 
livery on needed items, imme- 
diately available.” 

Reeves is convinced the 
knitted outerwear division, which 
pulled off to a slow 1960 start, 
will see a _ substantial gain 
throughout the rest of the year 
into the coming spring and sum- 
mer seasons, with the increase 
in suburban living and demand 
for stylishly comfortable cloth- 
ing. 
“The field is getting larger all 
the time especially with regard 
to sweaters and swimwear, and 
especially in regions where water 
sports and lakeside living have 
become more and more prev- 
alent.” 


Citing popular models of 
cowl-collar, bulky knit cardi- 
gans, pullovers and jackets in 
wide varieties of patterns and 
fabrics, he said: “Both urban 
and rural people are style edu- 
cated. Through mass media such 
as television they know what is 
stylish, comfortable and medium 
priced and want it.” 

The use of specialized selling 
is a major component in Reeves’ 
formula for increased sales dur- 
ing the 60’s. 

“The salesman with one to 
three lines who knows the styles, 
varieties, uses and versatility of 
each line can do a more power- 
ful and longer-lasting job than 
the general salesman who may 
have thousands of items in his 
line,” 

It would call for more con- 
centration, greater numbers of 
men in the same areas, but the 
time element would be a dis- 
tinct advantage. It would take 
each man far less time to dis- 
play and sell one line than one 
man with an entire general line.” 


He said sales volume would 
increase with men selling all the 
time, men who were trained in 
details, manufacturers’ content, 
specifications, “men who could 
be young or old.” 

“If they’re starting out,” he 
added, “It doesn’t matter if 
they’re 20 or 50 if they’re set- 
tled and dependable. No man is 
old at any set age.” 

Reeves, whose firm specializes 
in medium-priced merchandise, 
foresees a bright economic fu- 
ture for all knitted outerwear, 
from swim trunks to sports 
shirts particularly in the $2.98 
to $7.98 price ranges. 

But fundamental to increased 
sales volume is customer ser- 
vice, and Reeves envisions a 
sweeping plan whereby retailers 
would receive orders as rapidly 
as possible, literally on the day 
the order is placed. 

“The day is possible when in- 
dividual salesmen could be 
equipped with phones in their 
cars,” he said. “Orders would 
be phoned in as soon as they 
were written down, filled and 
packed for shipment that day.” 

Stressing better layout, with 
knowledge of movement and 
weight of goods as essential, he 
said shipping facilities, including 


Wholesalers 


easily accessible loading docks 
for both basket and jack lift 
trucks, are needed. 

Reeves is convinced the “per- 
fect” system of inventory control 
is the electronic computer on a 
miniature scale. Under the com- 
putor system one card would 
contain all vital statistics, con- 
trolling and accounting for all 
purchases and sales. Cards would 
show at a glance, invoices and 
records, cost, markup, selling 
price, sales commission and 
credit. 

The Reeves firm which han- 
dles piece goods of all types, 
household items of towels, sheets 
and notions; furnishing goods, 
shirts, underwear, knit goods, re- 
quires a staff of 22-32 in the 
house and 10 on the road. 

Reeves advocates a “moving 
merchandise” line for increased 
efficient warehousing operations. 

“This comes with an intelli- 
gent study of the layout, de- 
termining frequency of sale of 
certain items, chutes or slides 
and rolling tables, so there will be 
no time-consuming lifting back 
and forth from the minute the 
orders are filled until they reach 
the billing room. And better light- 
ing for better display of goods.” 

(Continued on Page 23) 
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Quality fashions are 
out in front with 
A&E TEXTRALIZED® YARNS 


Whatever your Ban-Lon line requires, A&E 
has the quality yarns you need. Knitting the 
traditional interlock? See Lot #126. Want a 
sleeker look? Ask for Lot #485/2. Looking 
for something with a still different 
character? Try Lot #529/2. 


For your bulky Ban-Lons, the basic yarn 
is Lot #416/3—with fourteen plain and 
fancy versions. For a whole new world 
of fashion, call your A&E 
man today. 


Textured Yarn Division [‘\merican & Efir d Mills, INC. Mount Holly, N. C. 


“Custom Service to the Knitting and Weaving Trades” 
New York Sales Office; 350 Fifth Avenue + OX 5-3977 


your knitting 


weaving 
well 


Also: Amsterdam + Atlanta + Boston + Chattanooga + Chicago + Cleveland + Dailas - Detroit + Jenkintown + Kansas City - Los Angeles + Nashville + Philadelphia + Providence » Reading + St. Lowis + Havana 


Combed + Carded + Durene® Mercerized + Dyed Yarns + Worsted + Orion + Outerwear Blends - Textralized Yarn for Ban-Lon Garments + Industrial Sewing Thread + Circular Knit Finishing 
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r Canadian Wholesaler Shifts Distribution Emphasis 


) 


/ 


THE ability to adapt to changing market demands and con- 
ditions is essential for success in any business operation. This can 
be especially true for wholesalers. They operate in the middle 
ground between manufacturers and retailers and can often be 
caught between two stools when significant changes occur in the 


national economy. 

A prominent Canadian whole- 
sale firm was faced with this 
problem over the past few years 
and decided to meet the chal- 
lenge by a shift in its operating 
policy. The move was made a 
year ago, and an evaluation of 
the first twelve months’ results 
indicates that the change has 
been a success. 

The Gordon Mackay Com- 
pany, of Toronto, Ontario, de- 
cided to streamline their whole- 
sale distributing operation by 
participating more actively in 
the distribution retailing 
fields. At the same time the num- 
ber of lines carried was dras- 
tically reduced. 

Actually, the company was 
in an excellent position to make 
the shift, as it already had a 
distribution and retail outlet or- 
ganization in operation. The 
holding company, Gordon 
Mackay and Company Limited 
—having two division. These are 
the Gordon Mackay Division, 
a wholesale distributing organ- 
ization, and Walker’s Division, 
an Operation consisting of thirty- 
five retail outlets across Ontario, 
where the bulk of the Canadian 
consumer market is concen- 
trated. 

Another subsidiary is C. H. 
Smith Company Limited, the 
principal department store in 
Windsor, Ontario. 

Yet another subsidiary is Gor- 
don Mackay Eastern Limitd, lo- 
cated at Saint John, New Bruns- 
wick. It serves as the main dis- 
tribution center for Eastern Can- 
ada. Other sales centers are 
maintained from coast to coast. 

Specialized Selling 

In conjunction with the new 
merchandising approach, it was 
decided to eliminate about 75 
Per cent of the range of goods 
Previously carried in the orig- 
imal full line wholesaling oper- 
ation, and to concentrate on 
more profitable and simplified 
ranges of volume merchandise. 

The image presented at the 
consimer level by the retail 


stores of the company is one of 
predominantly women’s wear 
stores in the medium price field. 
However, children’s and men’s 
knitted outerwear and underwear 
lines are also carried as well as 
household textiles, piece goods, 
and bed linens. Sales policy is 
to offer top value merchandise 
to middle income groups. Stores 
are of modern design, both out- 
side and inside, and an extensive 
program of up-dating store ar- 
chitecture, fixtures, and shopping 
facilities has been implemented. 

Company president David M. 
Woods, describes the shops at 
the retail end of the operation as 
“the modern version of the old 
time dry goods store”’. 

Mr. Woods, who is the third 
generation of the Woods family 
to be connected with the com- 
pany, has positive views on the 
relationship between wholesaler 
and retailer: 

“The wholesale distributor 
must fully appreciate that his suc- 
cess depends on the sound op- 
eration of retail stores, and that 
the whole function is a very im- 
portant part of the distribution 
chain. The wholesaler should do 
everything he can to help the re- 


tailer so that sales can increase 
right along the line since a 
healthy retail trade is essential 
for a  prospecous economy. 
Through the retailer, the whole- 
saler must be alert to business 
trends at the consumer level. 
By such means the wholesaler 
can take steps to avoid high in- 
ventories and provide the type 
and quality of goods that the 
consumer wants to purchase. 
Merchandise Lines 

Sweaters for women and chil- 
dren are prominent among the 
knitwear carried by Gordon 
Mackay and Company. The lines 
include full-fashioned wool 
sweaters imported from England, 
Italian wool fine gauge bulky 
knit cardigans, and Gallant cot- 
ton T-jerseys and polo shirts for 
boys and girls. A comprehensive 
range of sizes is merchandised. 

Gordon Mackay Cherub Eng- 
lish children’s jersey T-shirts, 
pyjamas and cotton cardigans 
are big sellers. Cherub socks are 
another important product dis- 
tributed. The Cherub range also 
includes knitted cotton vests, 
bloomers, and panties for chil- 
dren; some of these products are 
in various wool and cotton mix- 
tures. 

A line of children’s wear that 
is actively merchandised is E-Z 
underwear and sleepwear. Char- 
acteristic of this product range 


Knits Major Line With Steadley-Herring 


SHREVEPORT, La. — Sweaters play a big role at Steadley- 
Herring Dry Goods Co., this city. The extensive line of sweaters 
which the company has handled almost from its inception has been 
supplemented in recent years with a line of men’s and boys’ swim 
trunks and a representative assortment of knitted sport shirts. 

A. J. Herring, president of the company, attributes the com- 
pany’s success with knitwear largely to the special sales techniques 
which the company employs. These include detecting and charting 
new, developing style trends in knitwear for the retailer; thoroughly 
canvassing manufacturers’ offerings before assembling seasonal 
lines and revising lines in accordance with seasonal patterns. 

“It is just as important to be alert to style developments during 
the season as before it gets under way,” Mr. Herring declared. “We 
have found very frequently that a style expected to be a big seller 
at the season’s start often proves to be a dud. On the other hand, 
it has often occurred that a style that got off to a weak start may 


wind up the season a sellout.” 


In addition to keeping a close watch on manufacturers’ offerings, 
Steadley-Herring Dry Goods Co. has trained its salesmen also to 
keep a close check on style trends. Salesmen are required to send 
back periodic reports on the knitwear items that are moving best 
with the retailers in their territories. 


is the neckline designed for easy 
dressing and undressing of the 
small fry. 

A good share of the business 
is in infants’ and boys’ socks. 
Main lines are Revelry consist- 
ing mainly of ankle socks of 
fine quality Durene — mercer- 
ized cotton — and stretchy turn 
cuff socks of Helenca nylon, and 
tufknit boys’ and youths’ socks. 
This latter line includes cotton 
knits and blends of Orlon, rayon 
and nylon. 

In women’s underwear, the 
company is the exclusive Can- 
adian distributor of Duofold 
two-layer insulated sports under- 
wear. This was the official un- 
derwear specified for the wom- 
en’s winter games teams for the 
United States Olympics early in 
1960. 

A corresponding men’s un- 
derwear line of Duofold in cot- 
ton and cotton and wool blends 
is also distributed. This product 
is worn by professional football 
teams in both Canada and the 
United States. Duofold turtle- 
neck pullovers are also handled. 

Women’s and children’s nylon 
and wool gloves and mitts, 
both imports and domestically 
produced items, are handled by 
the company. 

Direct mail campaigns at both 
the distributor and retail levels 
are developed at regular periods. 
Merchandise catalogs and sales 
folders are used, and the com- 
pany has a mail order depart- 
ment as an integral part of its 
activities. 

For the Walker’s Division re- 
tail stores—and the C. H. Smith 
Company—retail advertising in 
local newspapers is used, and 
this is augmented with radio and 
television spots in some cities 
and towns. 

Modern Warehouse 

Just four years ago the com- 
pany moved from downtown 
Toronto to an_ ultra-modern 
warehouse and office building on 
the northern outskirts of this 1.5 
million population city. The 
building covers an area of 143,- 
000 square feet, and is located 
at the junction of the Toronto 
by-pass and 400 highways, pro- 
viding easy access for freight 
transportation. 

(Continued on Page 19) 
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The most up-to-date materials 
'handling system is contained in 
his building to facilitate the 
/ipid logistical control of goods 
wr shipment. Conveyor roller 
belts, semi-automatic cartoning 
equipment, and the original lay- 
out of the shipping department 
resulted in a 30 per cent saving 
in the cost of this operation. 

Now that the company has 
shifted away from wholesaling, 
this mechanical handling sys- 
tem has been retired from active 
operation. 


Records Control 


The Gordon Mackay Com- 
pany places emphasis on an effi- 
cient records control system to 
ensure that the latest consumer 
trends are spotted on a continu- 
ing basis. The present system is 


based on periodic merchandise 
counts in the retail stores to re- 
veal the item activity in the 
stores. For the women’s wear 
lines a unit control system is in 
operation. The company is in 
the process of modernizing the 
merchandise records system to 
ensure still further efficiency in 
this field. 

The company has been in op- 
eration for over a century. It 
was founded originally in Ham- 
ilton, Ontario in 1853 by two 
Scotsmen — John Gordon and 
Donald Mackay. The company 
still retains the Scottish thistle 
emblem in its trade mark sym- 
bol. In 1871 the business moved 
to Toronto where it has re- 
mained to the present time. 

The retail division—Walker’s 
Division, was established by the 


late Sir James Woods, president 
until his death in 1941. As new 
stores were acquired they were 
added to the division and are 
now known as Walker’s stores. 
Sir James Woods was succeeded 
by his son, the late William B. 
Woods. The president today, 
David M. Woods, has been in 
this position since 1953. 


Outlook Good 


President Woods considers 
that the general outlook for 
knitted wear in Canada is very 
good, and the company is con- 
fident that its new operating 
policy is a step in the right di- 
rection to meet the conditions 
of the Canadian economy. An 
improvement in the profit pic- 
ture is anticipated in the coming 


years as a result. 

The company is in an excel- 
lent position. Geographically, its 
retail outlets are in the heart of 
the Ontario market, a market 
consisting two-fifths of the total 
Canadian retail volume. In 1959 
consumer spending in Ontario 
climbed to a record high level 
estimated at more than $6.1 
billion, an increase of 5.3 per 
cent over the 1958 figure. It is 
expected that the 1960 figures— 
not yet available—will show a 
further increase over 1959. 

These rising figures, coupled 
with the swing to more active 
participation in distribution, and 
a reduction in merchandise lines, 
indicate a bright second century 
for this progressive Canadian 
company. 
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salers. Backing him up in a most 
vociferous manner on this point 
is John P. Schell, manager of 
the firm’s knit goods and under- 
wear departments. For it is upon 
Mr. Schell that angry retailers 
heap most of their wrath when 
goods promised by the firm are 
not forthcoming. 

“The situation,” says Mr. 
Hardie, a former president of 
the National Wholesale Dry 
Goods Association, “has reached 
the point where delivery dates 
on orders placed with most 
knitted outerwear manufacturers 
don’t mean a thing. 

“Being so far south, delivery 
dates are very important to us. 
Our selling season in knitted 
outerwear is very short—only 
about three months — and we 
need the goods at the time spec- 
ified on the orders. 

“Obviously, because of our 
warm climate, knitted outerwear 
plays a rather small role in our 
entire operation. But our view- 
point is that every segment of 
a firm’s business is important, 
be it large or small, and failure 
to deliver knitted outerwear to 
retailers on schedule ruins our 
reputation with them just as 
fast as failure to deliver some 
other item. They don’t blame 


NEW ORLEANS, La.—Late and limited deliveries of sweaters 
and other knitted apparel is seen as one of the biggest stumbling 
blocks to expansion of knitwear volume by dry goods wholesalers. 
“It’s the biggest headache in our entire operation,” declares Eben 
Hardie, president of Williams-Richardson Co., Ltd., apparel whole- 


the manufacturer —— they blame 
us!” 

Mr. Schell explained his stand 
on the matter. “As wholesalers, 
we’re not asking for professional 
treatment by the manufac- 
turers,” he explained. “All we're 
asking is a fair shake all the 
way around. 

“We order early in our busi- 
ness because we have to. Sub- 
sequently, the manufacturers 
know where they stand with us. 

“We sign orders for a speci- 
fied amount of goods. But does 
the manufacturer also sign the 
order. No, he does not. It’s a 
one-way contract, so to speak, 
and we are left holding the bag 
when the order isn’t filled on 
time. 

“As we all know, most man- 
ufacturers sell not only to whole- 
salers like ourselves, but to 
chains and large individual re- 
tail stores as well. True, the 
wholesaler gets a better price 
on goods from the manufacturer 
to cover services rendered. But 
a better price on goods you don’t 
receive in time to resell comes 
up zero in the ledger book. 

“Worse than that, it comes 
up red when late arrivals must 
be carried over until the follow- 
ing season.” 


“There’s a matter of business 
ethics involved here,” Mr. 
Hardie stated. “As wholesalers, 
we are the manufacturer’s “bread 
and butter’ or ‘sure thing’ ac- 
counts. If anyone in the purchas- 
ing field deserves special con- 
sideration, it is us. But in reality 
the ball bounces the other way. 

“Certainly, we get a_ better 
price on items. We have to or 
we couldn’t stay in business. 
Serving as the middleman is our 
business. 

“But if a manufacturer turns 
out goods on the basis of back- 
log orders from us, and then 
turns around and sells those 
goods to late buyers offering a 
dollar or two more, we feel he 
must be selling them to the guy 
around the corner. And it leaves 
us in a very embarrassing situ- 
ation when we try to explain to 
our customers why we don’t 
have a particular item, as we had 
promised, when the big store 
down the street has it. 

“Of course, this doesn’t apply 
to all manufacturers in the 
knitted outerwear field. But, as 
I stated earlier, knitted outer- 
wear deliveries are the biggest 
single headache in our entire op- 
eration.” 

From a financial standpoint, 
late arrivals which must be held 
over until the following season 
cut deeply into the company’s 
profits. “In Louisiana,” Mr. 
Hardie explained, “we pay a 


Late Knitwear Delivery Scored By Leading Wholesaler 


three per cent floor tax on all 
goods on hand as of Dec. 31. 
Obviously ,this can run into a 
good bit of money.” 

Switching to the subject of re- 
tail prices, the president of Wil- 
liams-Richardson Co. tossed 
another criticism into the pot. 

“Not a single sweater manu- 
facturer,” he pointed out, “of- 
fers us a suggested retail price. 
In most other fields, suggested 
retail prices are emphasized to 
avoid price-cutting as well as to 
protect the ultimate consumer 
from highway robbery prices. 

“For sincere manufacturers, I 
believe it would be a wise move 
to establish such prices and stick 
by them.” 

Mr. Schell noted that knit 
goods recently have come into 
its own strongly in the men’s, 
women’s and children’s fields. 

“Women’s high-bulk sweaters 
have been good the past few 
years and the trend is still to 
them,” he said. 

““Men’s knits have cut into the 
sales of cut and sewn goods 
quite strongly. I remember 25 
or 30 years ago when the old 
shaker knits were popular for 
awhile and then played out. Now 
they’re making the big come- 
back.” 

Heading a firm with a history 
dating back 103 years to the 
time when it originated as Carey 
and Co. in 1857, New Orleans 
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If your cones are not properly wound; if your yarn is 


not properly softened, you lose money at the knitting 


machine. 


With a half century of experience in serving the 
knitting industry, with unequalled yarn dyeing and 
winding capacity, and with a superior technical staff, 
we can assure you of properly wound cones and of 
yarns softened with our special knitting finish. 


And don’t overlook the quality of Franklin Dyeing. 


Wound on Franklin Springs 
exclusively, our dye packages 
are compressible. Soft pack- 
ages compress more and hard 
packages compress less into a 
column of uniform density. 
Uniform penetration of dye 
liquor and uniform shades 
consistently follow. 

Our representative is at your 
service. Contact our nearest 
plant or office and ask him 
to call. 


X-ray view of Franklin 
Package — the “‘secret’’ 
of uniform shades. 
Don't say “package 


dyed"’. Say... 
“FRANKLIN COLORBRED”’ 


COMPANY 


Largest Package Dyers in the World of Natural and 
Synthetic Fibre Spun Yarns 
DIVISION OF INDIAN HEAD MILLS, INC. 


Greenville « Chattanooga « Fingerville, S.C. 
Philadelphia Office — Howard & Clearfield Streets 
New York Office — 111 West 40th Street 
Providence Office — 611 Turks Head Building 
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How Wholesaler 
Builds Volume 
On Knit Items 


(Continued from Page 5) 
green and lilac, gold, and helio. 

Swimwear and summer pa- 
jamas, in the basic colors and 
color combinations, are other 
knitted outerwear items in de- 
mand, Arenowitch said. 

Serving the demands of hun- 
dreds of knitwear retailers 
throughout the metropolitan Co- 
lumbus area with its 250,000 
population, and in the Alabama- 
Georgia Valley trade region, 
calls for efficient plant opera- 
tion. 

Five years ago the firm moved 
into its new $250,000 plant near 
the heart of downtown Colum- 
bus. This brick, steel, and con- 
crete building of modern design 
and smooth functional features 
gives the company’s 18 em- 
ployes some 40,000 square feet 
of working area. 

The new plant is a far cry 
from the humble beginning of 
the firm in 1897, when it was 
founded by Isaac Arenowitch. 

Operating a growing whole- 
sale business such as Areno- 


witch, Inc., makes an efficient 
materials handling system man- 
datory. The new plant was de- 
signed to be functional. 

The storage area of the two- 
story plant is completely air- 
conditioned for summer and 
heated for winter. The ventila- 
tion system is designed to keep 
the air inside practically dust 
free at all times, a feature that 
keeps all stock materials clean 
and adds a health benefit for 
stock workers. 

Knitted outerwear stock and 

other merchandise is placed on 
rows of tidy steel shelves within 
easy reach of stockroom em- 
ployes, who speedily handle 
goods that are always in plain 
view due to an abundance of 
soft, overhead fluorescent light- 
ing. 
Ihe layout of the plant, on 
the upstairs stock area and first 
floor intake-outgo departments, 
provides plenty of walk-about 
space, lending the entire plant 
an atmosphere of quiet, unhur- 
ried efficiency. 

Incoming goods arrive 
through an off-street entrance 
providing three truck back-in 
ramps that extend inside the 
building insuring protection of 
the stock in all types of weather, 


and providing employes with a 
maximum of working comfort. 

A heavy duty conveyor belt 
system lifts the stock from the 
first floor to the second floor 
stock room area. 

Merchandise orders compiled 
tor retail distribution on the sec- 
ond floor are placed in baskets 
and zipped to the first floor 
check-out department via slide 
conveyor chutes. 

Compact and effective man- 
agement and secretarial office 
space fronts the stock areas, 
providing ample room for a re- 
ception lounge, display room, 
executive, secretarial working 
area, and conference room. 

The display room utilized by 
salesmen is toned in design and 
adornments to point up Areno- 
witch’s modern, progressive bus- 
iness approach. The room has 
subdued lighting which reflects 
on an array of paintings that 
range from the abstract to the 
traditional, an eye-catcher that 
impresses any customer with the 
feeling that this company is up- 
to-date and interested in doing 
business for the benefit of 
wholesaler, retailer, and manu- 
facturer. 

Furnishings throughout the 


office, reception, management 
area are modern in design too. 
Over the years Arenowitch, 
Inc., has built up its knitted 
outerwear sales volume, steadily 
competing with such other local 
wholesale outlets, and today the 
firm handles top name knitted 
outerwear lines in quantity and 
variety to meet the retailers’ 
year-round order requests. 


Late Mill Deliveries 
To Wholesalers Scored 
(Continued from Page 19) 
supplier for plantation stores, 
Mr. Hardie was asked to com- 
ment on the apparel outlook for 

1961. 

“We are anticipating very un- 
certain and unsettled conditions 
in the coming year,” he stated. 

“In the New Orleans area, un- 
employment at the present time 
is higher than most of us had 
suspected. 

“Conditions in the state of 
Louisiana are unsettled just as 
they are in Washington, D. C. 
Until we see where things are 
going, our buyers have been told 
to play it close to the vest. They 
have orders to buy smaller 
amounts and buy more often 
until the picture clears up.” 
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A WORD OF PRAISE 


The wholesale distributor of knitwear performs a most important 


: and necessary service. Both the manufacturer and the retailer 
; look to him to evaluate style and quality, sell efficiently and ship 
\ in needed quantities and assortments. 


Our fall line of high quality men's sweaters is now ready for 
your approval. 


Please write to us for an appointment to suit your convenience. 


: The Lion Knitting Mills Co. 


3256 West 25th Street #£=Cleveland, Ohio 


Designers and Creators of High Quality Sweaters and Sweater Shirts for Men 
DISTRIBUTED TO THE BETTER STORES BY SELECTED KNITWEAR SPECIALISTS 
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THE FIRST NAME IN DYEING 


the 
WAY LEADER 
PROCESSING 


ORLON SAYELLE 


...im Skeins 
...im garments and fabric strips 
and now 


...im Package Form 


can SKEIN DYERS AND BLEACHERS OF WOOLEN. 
pti WORSTED, ORLON, NYLON. SPEC. FIBER, BLEND YARNS 


SWEATER AND KNIT FABRIC DYERS OF ORLON, 
co., INC. AND 


PACKAGE PACKAGE DYERS OF ORLON SAYELLE, 6 DEN. ORLON, 
— DACRON, ALL MAN-MADE FIBERS, WORSTED, 
FUR AND MOHAIR BLENDS 


348 MORGAN AVE., BROOKLYN 11, N.Y. EVergreen 7-9000 
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Trend Evident 
Toward Product 
Specialization 


(Continued from Page 15) 

The Reeves firm, housed in a 
pre-Civil War, 37,000 square 
foot structure, high - ceilinged 
and four stories tall, is an all- 
in-one operation. Warehousing, 
loading and storing facilities are 
located in a basement level with 
back access for trucks. 

Reeves personnel are trained 
in the house, learning merchan- 
dising through parctice under 
watchful eyes of supervisors. 
They are expected to know not 
only the price and number of 
an article but its shape and wear 
resistant qualities and methods 
of care. They learn not only 
“what” but “why.” 

Regarding advertising and 
sales promotion techniques, 
Reeves favors increased use of 
literature and circulars adding, 
“The best advertising you can 
create is acceptance of the ar- 
ticle by the customer.” 

He augments this premise 
with displays and rack demon- 
strations in outlying towns. In 
the age of specialization dawn- 
ing on wholesalers Reeves be- 
lieves restriction of the number 
of lines carried holds the largest 
profit advantage. 

“Keeping lines down to cer- 
tain varieties of underwear, 
knitted garments and _ hosiery, 
would bring the advantages of 
smaller inventories, better cap- 
ital turnover and a better atti- 
tude both in the house and with 
the sales crew.” 

rhe firm was founded in 1877 
under the name, White-Handly 
Company, later became Handly- 
Reeves and in the 1880's be- 
came J. S. Reeves and Com- 


pany. It operates under a time- 
less, but flexible policy, a busi- 
ness philosophy that summed up 
reads: “Give as much support 
as possible to the individual 
retail merchant, selling him what 
he needs and no more. When 
you hurt your customer, you 
hurt yourself.” 


Wholesale Knitwear 


Volume Increasing 

(Continued from Page 3) 
since most direct-selling knit- 
wear manufacturers produce 
largely against firm orders rather 
than for stock in anticipation of 
commitments. Wholesalers, on 
the other hand, build their inven- 
tories on the basis of estimated 
initial sales and re-orders during 
the season. 

Of the three principal knitted 
outerwear product lines — 
sweaters, knit shirts and swim 
suits — wholesalers thus far have 
done the biggest business in knit 
shirts followed in order by the 
other two items. Dry goods 
wholesalers volume on sweaters, 
however, has been mounting 
gradually and today represents 
an appreciable business. 

Wholesale activity on swim- 
wear is considerably more 
limited than in sweaters and 
sweater-shirts. However, volume 
here also has been gaining, due 
chiefly to the growth of backyard 
and community pools in inland 
areas in the South and South- 
west. In their purchases of swim 
suits, most wholesalers have up 
to now favored standard woven 
fabric types. However, many of 
them have been gingerly adding 
the more high-style knit suits 
with surprisingly good results. 
This, if any thing, is one more 
bit of evidence of the new, pro- 
gressive way in which dry goods 
wholesalers approach knitwear. 


QF-ATTENTION ... 


FOR THE TRADE 


KNITTERS—PRINTERS—CONVERTERS 
ror DOUBLE JERSEY, 


COMMISSION CALENDERING, SEMI- 
DECATING, SLITTING AND GUMMING 


KNITGOODS BRUSHING & FINISHING CO., INC. 
TRiangle 5-0986 


IMPORTANT 
NOTICE 


regarding 

the “BUYERS’ 

GUIDE SECTION” 

of the 1961 YEARBOOK 


Every supplier serving the knitwear 
trade should have received our “Buyers” 
Guide” questionnaire requesting infor- 
mation for a FREE LISTING in the 1961 
KNITTED OUTERWEAR YEARBOOK. 


This questionnaire should be filled in 
and returned immediately to the “Times” 
—to insure proper listing in the YEAR- 
BOOK. There is absolutely no charge 
or obligation attached to this FREE 
SERVICE. 


IF YOU DID NOT RECEIVE A QUES. 
TIONNAIRE—or if the questionaire 
we originally sent you is not available, 
please communicate with the “Times” at 
once either by mail or phone. Another 
questionnaire will be sent to you 


promptly. 


Your cooperation will be appreciated. 


Knitted Outerwear Times 


386 PARK AVE. SOUTH, NEW YORK 16, N. Y. 
MUrray Hill 3-7520 
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NATIONAL SPINNING Co.. Inc. 
350 FIFTH AVE., NEW YORK 1 LOngacre 5-0360 
NATIONAL YARN CORP. Kt 
2735 PROSPECT AVE., CLEVELAND, OH!/O 
MILLS: Jamestown, N.Y.: Washington, N.C.: 
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Specialty Selling 
Used By Jobber 


(Continued from Page 11) 
but the spare time job of physi- 
cal stock counting for inventory 
control purposes is done more 
effectively as well. 

Finally, this type of ware- 
house operation provides an ex- 
cellent basic training ground for 
the order filler to start grasping 
some of the fundamental facts 
about merchandise and mer- 
chandising. In a certain very 
limited way the order filler 
knows as much about the mer- 
chandise as his chief. 

Even in hiring salesman, Die- 
terich Field, Inc. is trying to do 
that extra something to get a 
more effective employee. Rather 
than hiring salesmen from within 
the dry goods industry, the last 
three men taken on have come 
from the trucking and wholesale 
paper industries. Trucking com- 
panies especially have been go- 
ing through a series of mergers 
in the Omaha area and some 
forceful salesmen were avail- 
able. 


Merchandise Show 
Is Drawing Card 


(Continued from Page 1) 

will preside. Moderator will be 
Robert M. Graham, field sales 
manager of Indian Head Mills, 
Inc. The session will be divided 
into three panels—retail buyers, 
wholesaler salesmen and retail 
service, each headed by a lead- 
ing manufacturer representative. 
Moderator for the retail buyers’ 
pane! will be William Schubert, 
P. H. Hanes Knitting Mills; for 
the wholesaler salesmen’s panel, 
Peter Sarfaty, Cannon Mills; and 
for the retail service panel, Frank 
G. Connell, Columbus Coated 
Fabrics Corp. 


Later in the afternoon a 
wholesaler management session 
will be held open only to 
wholesalers and NATAW regular 
and associate members. Carter 


R. Harrison, vice president of | 


Fitts Dry Goods Company, will 


preside. The theme of the meet- | 


ing will be, “Answering Whole- 
salers’ Basic Problems.” Cresap, 
McCormick and Paget, manage- 
ment consultants, will present a 


report based on a survey of | 


wholesalers’ problems. 
Dr. Arthur R. Upgren, pro- 


fessor of economics and director | 


of the Bureau of Economic 
Studies at Macalaster University, 
St. Paul, Minn., will speak on 
economic trends at an awards 
luncheon on Wednesday at 12:30 
P.M. Certificates of recognition 
will be awarded at this session 
to selected members of the 
organization. 

The convention will close on 
Thursday morning with the an- 
nual business meeting. 


Korzenik Evaluates. 


Wholesaler Outlook 


(Continued from Page 1} 
A few years ago such a bid 


by the wholesaler for depart- | 


ment store business would have 
seemed far less plausible than it 
is today. It is, moreover, sig- 
nificant that this year for the 
first time the National Retail 
Merchants Association, which 


speaks for the department stores | 


of the country, invited the pres- 
ident of the wholesalers group 
to address them. This may in- 
dicate something about the de- 
partment store attitude. 

There is reason to believe, 
therefore, that there is much in 
the present economic situation 
to encourage alert and aggres- 
sive action on the part of the 

(Continued on Page 48) 
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KNITTERS—PRINTERS—CONVERTERS 
gaF-processine ror DOUBLE JERSEY, 


COMMISSION CALENDERING, SEMI- 
DECATING, SLITTING AND GUMMING 


KNITGOODS BRUSHING & FINISHING (O., INC. 
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firsts... 


HAVE MADE ALLEN KNITTING MILLS THE 
FIRST IN 100% ACRILAN ACRYLIC JERSEYS 


these 


FIRST 100% ACRILAN Jersey 


FIRST “REDMANIZED”® Jersey of ACRILAN 


FIRST jersey in hi-bulk ACRILAN 


FIRST 
FIRST 
FIRST 
FIRST 
FIRST 
FIRST 


FIRST 


in hi-bulk ACRILAN fancies and stripes 
in yarn-dyed ACRILAN 

in worsted-spun ACRILAN 
in Type 16 ACRILAN 

with Allenella Jersey Prints 


with Eleganté—highest-quality Jersey knitted 
of worsted-spun Acrilan available in 2-denier 


with Scottfoam Eleganté—Eleganté with Scott- 
foam bonded to it, creating new horizons for 
outerwear manufacturers 


Allen Knitting Mills produced the first 100% 
Acrilan Jersey. Manufacturers asked for more 
... and more. Allen turned out, not only 
more — but entire new concepts in ACRILAN 
Jersey listed above. 


Whatever you manufacture in Jersey, one or 
many of the ACRILAN Jerseys listed here 

can bring you “firsts” in peak sales. Come in 
and consult with us... we’ll show you how 
the inventiveness that produced all these 
famous Allen “firsts” can work for you! 


ALLEN KNITTING MILLS, Inc. 


1412 Broadway, New York 18, N. Y. 
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MACBOR 


The new circular machine for garment lengths with 1:1 rib border 
Built by GEORGES LEBOCEY & CIE., Troyes, France 


PATTERN POSSIBILITIES 
WITH 1:1 RIB 
BORDER AND SEPARATION: 


Interlock 
Interlock pique 
Ripple Interlock 
Royal Rib 
Swiss Rib 
Pique with skip needle panels 
Rib Trimmings with 
tuck folding courses 


Represented and serviced in the U.S. and Canada by: 


TRICOMA, INC. 


7504 Empire State Bldg. 
New York 1, N. Y. 
Tel. Wisconsin 7-7466/7 


Showroom and werkshop: 303 Stockholm Street, Brooklyn 37, N. Y. 
Tel. GLenmore 6-0205 


RECOMMENDED FOR 
UNUSUAL GARMENTS 
IN FINE SYNTHETIC 
YARNS, WOOL OR 
COTTON: 

33” — 32 Feeds — 18 Cut 


PATTERN RANGE FOR 
YARD GOODS 
PRODUCTION: 


Interlock 
Tuck Ripple 
Tuck Pique 
Fancy skip needle patterns 
Fancy patterns on low 
butt needles and tucking 
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Imports 


NKOA Opposes Reduction In Tariff 
Duties On Wool Knitted Headwear 


WASHINGTON, D. C. — 
Imports of knitted headwear 
reached a record level in 1959, 
Sidney S. Korzenik, executive 
director and counsel of the Na- 
tional Knitted Outerwear Associ- 
ation declared in a statement to 
the United States Tariff Com- 
mission and the Committee for 
Reciprocity Information. The 
statement was made in opposi- 
tion to any tariff reduction on 
knitted headwear made wholly 
or in chief value of wool valued 
over $2.00 per pound. The Com- 
mission and the Committee are 
currently considering various 
items of U. S. manufacture which 
will be the subject of negotiations 
under the General Agreement on 
Tariffs and Trade. 

Mr. Korzenik pointed out to 
the two government agencies that 
Japan “‘now supplies more 
poundage (of knitted headwear) 
than any other foreign country.” 
Until 1956, he added, Nippo- 
nese manufacturers of knitted 
headwear “made no appreciable 


contribution to the total imports 
in this classification.” He said 
that Japan’s exports of knitted 
headwear now represent one- 
third of the total of all knitted 
headwear coming into this 
country. 

“As Japan’s exports of these 
articles have increased,” he de- 
clared, “decreases have occurred 
in the totals coming from Great 
Britain, which has the highest 
labor standards; France’s share 
of the total has remained about 
static; and the volume from Italy, 
where labor standards are lower 
than in France or Great Britain, 
has waned but were less in 1959 
than they had been in 1952. 

“For countries exporting wool 
knitted headwear to the United 
States market, the American 
producer offers no serious com- 
petition in terms of price. He can 
try to attract business by new 
and different styling and by 
prompter service. But price com- 
petition exists chiefly between 

(Continued on Page 31) 


Presented by 


MCWILLIAMS KNITTING MILLS 


for 1961 


A Complete Line of 
LADIES’ SWEATERS 
Latest Styling 
Newest Yarns 
Classics & Novelties 
Bulkies & Flat Knits 


being shown by 


MERCHANTS MART 
421 7th Avenue, New York, N. Y. 
also at the KMRA Show 


For information call LO 3-2870 
McWILLIAMS KNITTING MILLS UNION CITY, N. J. 


HERBERT MILLS 


Announces 


A New Frontier in Men’s & Boys’ Sweaters & Knitted Shirts 
FOR FALL 1961 — Inspired by extensive styling from many 
parts of the Continent. Reflecting a Completely New Approach 
to knitted Sportswear with a new American look — NOW See our 
New Versatile Styling, New Stitches, New Colorings — For a 


Real Sales Booster for 1961. 


112 West 34th Street, New York 1, N. Y. 


PEnnsylvania 6-2850 


Factory: HERBERT MILLS CO., 
Marion, S. C. 


INC. 
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Branches to serve you are located in: New York « Philadelphia « Chicago « Boston « Greensboro, N.C. « Atlanta « St. Louis « Toronto, Ontario, 
Conada « London, England - Zurich, Switzerland « Pacific Coast Representative: E. G. Paules, 1762 West Vernon Avenue, Los Angeles 62, California 


GOOD NEWS IN PATTERNED RIB INTERLOCK KNITTING FROM 


SUPREME 


With the development of its new Model IRW/2 Machine, the Supreme 
Knitting Machine Co., Inc., makes possible important advances in the 
production of patterned, plain rib, double-pique and interlock fabrics. 
This machine not only steps up production but also greatly expands 
the size and variety of patterning possibilities for outerwear and 
bathing suits. The articles illustrated here are of the type in which it 
offers knitters new and important advantages. This, and other 
Supreme knitting machines, are equipped with Torrington Needles. 
Mr. Sidney Mishcon, general manager of the company, tells why: 


“We have found, through long experience, that Torrington Needles 
are definitely an asset in the operation of our machines. Their uni- 
form construction, carefully controlled finish and dimensions help to 
assure the consistently efficient, economical production for which 
Supreme Machines are famous.” 


Torrington Needles will contribute to the efficiency of your machines 
and your knitting operations, too. Let Torrington provide you with 
the fine needles and the prompt, dependable service for which it is 
famous. We are always ready to help you solve your needle problems. 
Just call our nearest office. 


IN TUNE WITH TODAY'S MARKET is 
Supreme’s new Model IRW/2 Machine. It 
knits up to 42 yards per hour of patterned, 
plain rib or interlock yard goods for outer- 
wear and bathing suits. Its 36 feeds give 
knitters important advantages in output 
and pattern area. All feeds are equipped 
with extra large pattern wheels (up to 6” 
diameter wheels supplied as standard 
equipment with larger diameters available 
optionally). The IRW/2 is 30” in diameter 
and available in cuts up through 16 per inch. 
The dial has a dual raceway for rib or 
interlock production. Needles in either 
raceway may be set in knit to tuck or knit 
to welt positioning — providing a broad 
range of textured rib or interlock patterns. 
New feeding rollers (optional) for accurate 
control of rubber yarns provide an extra 
_o... advantage for bathing suit fabric producers. 


THERE’S A TORRINGTON NEEDLE FOR EVERY MAKE OF MACHINE... 
FOR EVERY TYPE OF KNITTING! 
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Once again Caron “‘shows its stuff’’ as a pace-setter 


SENSES OF | in the pioneering of new and better yarn developments for 
FASHION | your knitwear. The Creslan program, with its rigid standards 
— and carefully controlled distribution, was a natural . 
VITALITY | a happy tie-in with Caron’s own long-established aie of 
TASTE strict quality controls, which enabled it to step right 
LIGHTNESS in on the production of this new kind of yarn. 
COLOR _ Creslan has wondrous new selling advantages to offer 
TOUCH _ the knitter. Caron is glad to make them all available to you 
now... on your order. 
BEAUTY 


WORSTED ORLON NYLON ACRILAN ALPACA DYNEL ® DACRON ® MOHAIR CRESLAN 


* ROBESONIA, PA. 
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the exporting nations themselves, 
and the competitive edge, as the 
figures clearly indicate, lies with 
Japan. Japan needs no lower 
tariffs here. Nor will lower tariffs 
help the others as against Japan. 

“In comparing total volume of 
imports with the total produc- 
tion, it must be borne in mind 
that our estimate of the total 
production of wool knitted head- 
wear (250,000 dozen and about 
$242 million per year) includes 
types not included in the import 
classification presently under 
consideration (Schedule A, 
Classification 3637 500). The 
latter does not include infants’ 
headwear; nor does it include 
headwear valued under $2.00 
per pound, of which concededly 
there cannot be much presently 
produced in the United States. 
It appears to us likely, therefore, 
that the volume of foreign im- 
ports represents well over one- 
third of the domestic production 
of comparable competitive mer- 
chandise (infants’ headwear ex- 
cluded). 

“The domestic production of 
wool knitted headwear of the 
kind described in the tariff classi- 
fication under consideration here 
is admittedly small — what is 


left of it. But the manufacturing 
companies and their employees 
are no less entitled on that 
account to be protected from 
further serious injury, especially 
by entries from the Orient. At 
present duty levels the possibility 
of a revival in domestic wool 
knitted headwear is dim. 

“It is respectfully submitted 
that the import duties presently 
applicable to the classification of 
wool headwear here under con- 
sideration, namely, 37/2 cents 
per pound and 25 per cent ad 
valorem, are low enough to pro- 
vide no serious curb to the im- 
portation of such articles from 
abroad; that even at the level of 
existing tariffs, the foreign import 
undersells the American product 
by a wide margin. This Associa- 
tion, therefore, urges in behalf of 
the knitted headwear manufac- 
turers of the United States that 
these duties be not further re- 
duced.” 


Men‘sSweaterShipments 

WASHINGTON, D. C.—Av- 
erage weekly shipments of men’s 
sweaters in November, 1960, 
amounted to 56,000 dozen, 25 
per cent under deliveries in the 
corresponding month in 1959. 


Knitwear Ca. 


4132 Park Ave. 
New York City 


Exclusive Represenative: 


SALES AGENTS, INC. 


128 W. 31 St., N. Y. C. 
AT THE KMRA SHOW 


Room 636 


Specializing in 
BULKIES 
SWEATERS 
SHAWLS 
BOOTIE SETS 


And Featuring 

A DYNAMIC LINE 
OF BOYS’ SWEATERS 
In Sizes 10-18 


Made of Superior 
Orlon Yarns 
Infants’ through 
Sub-Teens 


YOU ARE INVITED 


TO VIEW OUR FALL LINE 
AT OUR NEW YORK OFFICE 


4303 EMPIRE STATE BUILDING 


6118 KINSMAN ROAD 
CLEVELAND, OHIO 


— WE ARE 60 YEARS YOUNG — 
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From the first Stoll knitting machine, 
which was built in 1873, to our 


modern Flat, Jacquard and Purl 
knitting machines is a direct line 
of progress. 


The invention of the ,,Purl‘' machine, 
the reliability and performance 

of even the smallest Stoll machine, 
the technical perfection of our 

fully automatic machines, are visible 
signs of our constant efforts to 
provide new and better methods 

of production for the Knitting Industry. 


H. Stoll & Co. ra 
Reutlingen/Germany 


Represented by 


KNITTING MACHINE & SUPPLY CO.. 


tume whi 

SOLE AGENTS tier cre 

U.S.A. CANADA mock Ver 

3710 HUDSON AVE., UNION CITY, N. J. 2052 ST. CATHERINE ST. W., MONTREAL, QUEBEC . 7 


WaAlter 5-0606 — UNion 4-1786 WEllington 3-6442 


Successor to Grosser Knitting Machine Co. 
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Knitwear Fashions From Abroad 


By R. C. SOBOTKA 
VIENNA, Austria—Viewed against the background of an au- 
tumn landscape, the fall and winter collections of Vienna knitwear 
houses look as indistinct as pebbles on a beach. This camouflage 
effect is achieved by the new fashion colors which blend perfectly 
with nature’s own. 


This year, Viennese fashions are styled with practical versatility 
to suit a variety of occasions. But decollete necklines, Lurex em- 
broidery and lacy woolen knits share the spotlight with more tai- 
lored numbers. 


Marvienne, a Viennese fashion house, processes only one type 
of yarn but creates many styles. The yarn may have up to eight 
strands for sportswear and is available in as many as 51 colors. 
Hanna L. Nedkoff, daughter of Marianne Weigl, founder of the 
house in 1912, prefers red cabbage, olive and antique oak as the 
colors for her latest collection. Conspicuous is the playing with 
various shades of one color in a single garment. 


While Marvienne exploits the possibilities of one basic material. 
Wispo is experimenting with different materials to achieve a variety 
of effects. For example, two wool yarns of different colors are com- 
bined with ondee, or a silk thread is worked into the weave to ef- 
fect a relief. New are printed sweaters and asymmetric pockets. 


Glaceta, a new metallic yarn that is claimed to be finer and less 
perceptible to the eye and skin than others of this type, has been 
used by Kajak of P. M. Glaser. Dominant colors in Glaser’s collec- 
tion are olive, black, white and many browns and beiges. 


Marvienne’s use of two shades of 

one color is exemplified in this cos- 

tume whose jacket features a deer- 

skin front in a shade slightly darker 

than the rest of the outfit. Wide rib- 

bing marks the V-neck cardigan front 
and wide wing collar. 


Leather, Lurex, Fake Fur Decorate Austrian Knitwear 


Elegance for after five is typified in 

the dolman sleeve blouse of this two- 

piece costume created by Marvienne. 

Around the high back and decollete 

V-neck of a dark knit are hand-em- 

broidered floral designs of gold Lu- 
rex metallic yarn. 


Casual elegance radiates from this belted cos- 
lume whose versatility knows no bounds. An- 
other creation by Marvienne, this outfit adds a 
mock |ersian fur trim of Persine to the tops of 
the boid hip pockets and to form the wing col- 
lar. This “fur” is made of the same yarn used 
throughout the collection. 


Glaceta metallic yarn runs throughout this cos- 

tume by P. M. Glaser to add a bright touch to 

an already glamorous outfit. A relaxed jacket 

with % sleeves features five self-fabric buttons, 

an open neck and a softly folded cape collar. 

Underneath the jacket is a sleeveless and col- 
larless scoop neck sheath dress. 


Another striking outfit by Glaser is this two- 
color overblouse worn atop a skirt the color of 
which is accentuated by a trim along the plung- 
ing V-neckline. Points of interest are push-up 
raglan sleeves and a modest bib. Although 
youthful in its styling, this outfit can be worn 

by misses as well as teens. 
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stitch patterns. 
NOTES THESE IMPORTANT FEATURES: 


decorative patterns. 


High and low butt needies on front and back beds. t 
Short carriage construction and more rigid mounting with anti-friction ball and breakage. 


roller bearings e Choice of two fine fabric take-up systems. 

The variable pitch “V" belt drive fully permits simple adjustment for maximum  e Exceptionally rigid base. , 

production and an automatic dual speed drive available as a low cost accessory © Needle beds of top quality steel developed for us by metallurgists of one of the 
further improves production by permitting maximum speed with automatic slow- largest U. S. steel mills and accurately produced on the latest type of aut 


down for only the more difficult to knit positions such as extremely loose slack equipment. 
of topping courses required by the ful! fashion trade. 

Drop lock type knitting cams of high grade Crucible Tool Steel. 
Four stitch settings 

Four yarn bars 

Jacquard may be controlled on either side of machine. 


Electrified production counter. 


QUEENS MACHINE CORPORATION 


280 STARR STREET, BROOKLYN 37, N. Y. 


QUEENS’ New Model "BJ" Fully Automatic, Versaiile, 
Flat Jacquard Trim Machine . . . Priced Amazingly Low! 


Because the knitwear industry wants fancier collars and trims for full 
fashioned and cut and sewn knitwear, Queens has developed this 
advanced design machine for the production of multi-colored and fancy 


e Available in 4 to 12 cut, inclusive with 60” needle bed. 

e With all re-usable metal “cards” and snapper plugs. 

e All functions of these machines without exception or limitation can be changed and controlled 
while the carriage is on either end of the machine further increasing the ability to produce 


Pattern control is accomplished by steel iinks of various heights which are easily assembled 
into a long wearing chain avoiding the malfunctions common in less substantial or more 
complex systems. Two identical pattern chains are used in our time proven short chain 
arrangement which eliminates the need of extremely long pattern chains. 


e Micro-switch actuating safety carriage drive to protect against excessive needle 


Now with multiple rack up to 10 needles. 
High and jow butt needles and high and low butt jacks in the front bed. 


Investigate the advantages of these and other “Queens” models today. We offer the 
industry's most complete line of flat knitting machinery. Your inquiries are invited. 


EVergreen 6-0020 
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Mill News 


Carthage Knitwear 


Moves To Norristown 

PHILADELPHIA, Pa.— 
Carthage Knitwear Corp., man- 
ufacturers of men’s and women’s 
sweaters, men’s knitted shirts. 
and women’s knitted suits and 
dresses, has moved its plant 
fom 244 S. Sth St., here, to 
Norristown, Pa. 

The firm has consolidated its 
operations in a two-story, 40,000 
sq. ft. plant it has leased at Main 
and Chain Sts., in Norristown, 
for manufacturing, finishing, and 
offices. A 10,000 sq. ft. one- 
story facility nearby will be used 
for yarn and machinery storage 
and some full-fashioned knitting. 
A small finishing plant which 
Carthage has operated in Nor- 
ristown for some years will be 
closed and all finishing moved 
into the new plant. 

Work flow in the new, modern 
plant will be scientifically en- 
gineered and new equipment 
added where needed. 

Executives of the firms are 
Harry Kushner, president, and 
Irvin Kushner, vice president. 
Harry Sturz is Carthage’s sales 


and production coordinator. 

The multi-story building at 
244 S. Sth St., here, in which 
Carthage formerly occupied two 
floors, has long been scheduled 
for demolition to make way for 
extension of the Independence 
Hall Mall area. 


Claire Horne Joins 
White Stag Staff 


PORTLAND, Ore. — White 
Stag Manufacturing Co. has ap- 
pointed Miss Claire Horne of 
New York City as knitwear 
specialist. Announcement was 
made by Harold S. Hirsch, 
president, who says that, in line 
with White Stag’s current and 
continuing blueprint for expan- 
sion, Miss Horne will help the 
heads of the various divisions 
plan their knitwear collections 
in coordination with their woven 
offerings for each season. She 
will advise, design, and assist in 
technical details of styling and 
construction of the knitwear 
items and will also work with 
White Stag’s knitwear contract- 
ors. 

Miss Horne was _ recently 
designer for Bernhard Altmann 
& Co., and has also been stylist 


CLAIRE HORNE 


for the sweater division of Forst- 
mann Woolen Company and a 
designer for Dalton of America. 

She will begin her work for 
White Stag with the women’s line 
for fall, 1961, and the men’s, 
women’s, boys’ and girls’ skiwear 
lines for 1961-62. 


D. Granatir Associated 
With Somerset Knit Mills 

PHILADELPHIA, Pa.— 
David Granatir has joined Som- 
erset Knitting Mills, Inc., here, 
as executive vice president of 


the firm, Albert Kraftsow, presi- 
dent, announced. 

At one time, Mr. Kranatir 
was a member of the firm at 
Girard Knitting Mills, Hatfield, 
Pa., and most recently had been 
operating a sportswear firm in 
New York City. 

Somerset produce sweaters for 
men, boys and juveniles. The 
plant is located at 19th and 
Allegheny Ave. 


Executive Changes 


At Glen Raven Mills 


GLEN RAVEN, N. C. — 
Allen E. Gant, president of Glen 
Raven Knitting Mills, Inc., and 
Glen Raven Cotton Mills, was 
elected president of Glen Raven 
Silk Mills, Inc. at a company 
board meeting here. 

In addition the board elected 
Roger Gant, Jr. secretary and 
treasurer of the knitting plant 
and treasurer of the cotton and 
silk mills. 

Edmund R. Gant was elected 
a director of both the knitting 
and cotton mills as well as a 
director and vice-president of 
Glen Raven Silk Mills, Inc. Rus- 

(Continued on Page 37) 


requirements. 
We invite your inquiries. 


NEW YORK OFFICE: 


SALES REPRESENTATIVES 
W. H. HUTCHINSON 
222 W. Adams St. 
Chicago 6, Illinois 
FRanklin 2-0224 
Teletype CG 2127 


Winona Textile 


1440 Broadway + PEnnsylvania 6-1487 


MILL: 
W. 65th & Barberton Cleveland 2, Ohio ATlantic 1-3200 


PAUL A. BARKER 
1182 Broadway 
New York. N. Y. 

Murray Hill 9-0422 


FREDERICK P. TOLNAI 
819 Santee Street 
Los Angeles 14, California 
MAdison 2-5777 


Ee 


Specialists in woolen spun: 


*cashmere 

camel’s hair 

lamb’s wool 

¢ fur fiber blends 

¢ angora blends 

e shetland types 

e kid mohair blends 

e dyed-to-match and 
coordinated fabrics 


| ls, 
ke Wilson Trading Corporation 
Colonial Woolen 


Continuous research in developing new blends, new methods, plus skilled 
craftsmen at each stage in the production of fine woolen spun yarns 
and coordinated fabrics are your guarantee of our ability to meet your 
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ALFRED HOFMANN NEEDLE WORKS, INC. 


3711 HUDSON AVENUE, UNION CITY, NEW JERSEY 
Tel.: OXford 5-3388, UNion 3-0200 e TWX-UNCY 1123 


SOLE N. Y. ye esha AGENT: NEEDLE SALES CORP., 3711 HUDSON AVE., UNION CITY, N. J. Tel.: YUKON 6-8727 
Stockrooms at: ory, N. C., P. O. Box 36, Davis 4-6028 Chattanooga, Tenn., 1841 Hickory Valley Rd., MAdison 2-7797 
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sell Gant was elected chairman 
of the board of Glen Raven 
Cotton Mills, Inc. Cecil Gant, 
Jr., was elected a director of the 
cotton mills and Kenneth Gant 
was named secretary. 

Glen Raven Mills, with sales 
headquarters located at 1430 
Broadway, has eight plants in 
North Carolina and California 
producing filament and spun 
yarns, tricot and awning fabrics, 
nylon hosiery, tights and panti- 
legs. 

Butte Knitting Mills 
Adding Yarn Plant 

SANFORD, N. C. — Roberts 
Company has confirmed receipt 
of two contracts from Jonathan 
Logan, Inc., for machinery, 
equipment and supplies for a 
complete yarn producing plant 
built as an addition to the 
company’s Butte Knitting Mills 
in Spartenburg, S. C. With the 
yarn facility, Jonathan Logan will 
become the first vertically inte- 
grated operation in ready-to-wear 
knitted dress field. The expendi- 
ture for yarn processing equip- 
ment is estimated at $1,250,000. 

Robert E. Pomeranz, president 
of Roberts, announced that his 
company was providing all of 
the machinery for the manufac- 
ture of wool yarns on the worsted 
system with provision for spin- 
ning of synthetic fibers and 
blends later. The Roberts Short- 
Flo process being installed in- 
cludes blending and gilling ma- 
chines and roving and Arrow 
spinning frames taking the fiber 
from the raw state to the finished 
spun yarn. 

David Schwartz, president and 
board chairman of Jonathan 
Logan, said that the establish- 
ment of the yarn-making plant 
by no means fills the company’s 


yarn requirements for its ex- | 


panded knitting operation and a 
large amount of yarn will still be 
bought from regular suppliers. 


Kahane Head Style 
Development At Heller 

Isidor Kahane has been ap- 
pointed head of styling and 
tabric development at William 
Heller, Inc., knit yarngoods pro- 
ducers, it was announced by Ben 
Heller, president. 

Mr. Kahane is a graduate 
of the Silk Weaving School in 
Zurich. 

United Sales Appointed 
Philip Knit Mill Agent 


United Sales Co. has recently 
become the exclusive selling 


agents for Philips Knitting Mills, | 


The mill 
chil- 


Bronx, N. Y., line. 
produces women’s and 
dren’s sweaters. 

This line will be exhibited at 
the Fall Market Week of Knit- 
wear Mill Representatives As- 
sociation, January 22 to 26 at 
Sheraton-Atlantic Hotel. 


Sam Stark Inaugurates 


Style Designing Service | 


Formation of a style design 
service at 60 Clarkson Avenue, 
Brooklyn, for the men’s knit- 
wear trade was announced by 
Samuel Stark who has been ac- 
tive as a designer in the men’s 
and boys’ apparel trade for over 
12 years. Mr. Stark started as a 
sweater and sportswear produc- 
tion man for Pauker Boyswear. 
Later he joined the sportswear 
division of Rabhor Robes. He 
recently resigned as boys’ knit- 


wear stylist with McGregor- | 


Doniger, Inc. 

Mr. Stark holds a patent for 
a reversible swim trunk with a 
built-in supporter. 


Now Spinning . . . For Prompt Deiivery 


TURBO oORLON® acevuic 


SKEIN DYED On Cones... 


WORSTED MILLS, INC. 


GASTONIA, N. C. 


and Natural 


HEMCO sportswear 


FOR MEN AND BOYS 


One of the originators 

of the popular 

SURFERS — DECK PANTS 
for the wholesale trade 


A FULL RANGE OF SURFERS: 


Calf Length, Thigh Length, 
Short Length, 
Short, Short Length 


Also, a complete line of WALK SHORTS 


BEFORE YOU STOP LOOKING — 
SEE OUR ORIGINAL 1961 STYLES! 


HENDEL MFG. CO. INC. 


New London, Conn. Glbson 3-4353 


Los Angeles: 
1244 So. Grand Ave. 


New York Sales Agent: 
BERNSTEIN & DRESCHER 
1270 Broadway 


see PHOENIX’S 
all NEW 1961 


Foamliner 
TRADE MARK 


laminated knit Men’s and Boys’ 


OUTERWEAR 


NATAW—BOOTH 645 
HOTEL STATLER-HILTON 


HOTEL SHERATON- ATLANTIC 
JAN. 16-26 


PHOENIX Manufacturing Co. 


1182 Broadway, New York 
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NKOA Fashion Show Makes Case res Extended Season 


A live model show welcomed delegates of the 50th annual Na- 
tional Retail Merchants Association convention to the wonderful 
world of a longer swimwear season. The show, which was staged 
by the Swimwear Division of the National Knitted Outerwear 


Association, played before some 
Statler-Hilton. 

An introductory skit pointed a 
stern moral at retailers who fail 
to prolong the swimwear season. 
Two customers, played by Peggy 
Peeters and Sandra Brewer, were 
loaded with vacation money and 
shopping for swimwear on a hot 
July 15th. At their first stop, the 
Pokamoka store, they were 
shown suits from the year | by a 
bewildered section manager who 
was out of the latest swimwear 
stock and deep into the fur sea- 
son. 

Swearing never to return, the 
shoppers left Pokamoka and re- 
paired to the Wide-Awake store 
where, happily, they found a full 
stock of suits of every kind and 
a live model display representing 
31 leading manufacturers. 

With Martha Errol, musical 
comedy star, as commentator, 
models came out from behind a 


curtained alcove and paraded 
down the long runway of the 


hotel’s grand ballroom. 
Among the suits were: 
e A faille Lastex in rainbow 


stripes with gold embroidery 
seams, Sta-Cup bra and gold 


In a scene from the National 


Knitted Outerwear Association 


600 delegates January 9 at the 


stretch straps outlining a scoop 
neck and low U back. 

e A 65 per cent acetate, 23 
per cent cotton and 12 per cent 
rubber, white with circles of 
solid colors. 

e A zephyr wool with leather 
dots of imported Cabretta leather, 
treated to be impervious to salt 
water and chlorine. 

e A printed woven faille with 
shirring over the bra and match- 
ing jersey cummerbund. 

e A striped Orlon knit with 
maillot leg and low back, dec- 
orative buttons in front and 
built-in bra. 

e A Helanca knit sheath with 
surplice bra accented with but- 
tons along neckline and semi- 
scoop back for maximum bra 
support. 

e A one-piece screened 
printed Lastex with one-quarter 
panel skirt, softly draped center 
panel and shoulder straps in 
blue. 

e A solid black Arnel jersey 
sheath with side drape. 

New York City firms that dis- 
played swimwear were Maiden- 
form, Inc.; Jordan Mfg. Corp.; 


4 


swimwear 


show, shoppers Sandra Brewer, left, and Peggy Peeters are appalled by an 
obsolete suit offered by Don Murphy, section manager of an obsolete 
department store that closed its swimwear season too early. 


Model comes down the runway. NKOA presented the show to the 50th 


anniversary convention of the Nationai 


Retail Merchants Association 


at the Statler-Hilton. 


Flexees International, Inc.; Mar- 
lyle Sportswear Corp.; Curtis, 
Eddy-Form Co.; Monterey 
Mills, Inc.; Darlene Knitwear, 
Inc.; Annis Originals, Inc.; Best- 
lyne Co.; Garwin Corp.; Bril- 
liant Sportswear; Roxanna Swim 
Suit Co., Inc.; Glen Mfg. Co. 


Sandra and Peggy hear Charles 


(Petti Division); Brookshire 
Knitting Mills; Par-Form; Sin- 
clair Knitting Mills, and Hy-An 
Modes, Inc., Brooklyn. 
California firms represented 
were Rose Marie Reid, Van 
Nuys, and Elizabeth Stewart 
(Continued on Next Page) 


Tomlinson, section manager of the 


Wide-Awake store, describe some of the many suits still in stock because 
the store had the good sense and foresight to prolong the swimwear season. 
Here the girls watched a fashion show and spent their money on swimwear. 
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Swimwear 


54° cylinder 


FT. 
width 


70” cylinder 


FT. 
width 


CARPET 
CARPET 
BACKING 


NO-STRETCH PAPER 


CARPET 
SCRIM 


Ballroom for the show. 


NRMaA delegates fill the Grand 
Swimwear, Bell Gardens, and Co., New Haven, Conn.; Har- 


DeWeese Designs; Cole of Cali- mon Knitwear, Inc., Marinette, 
Wis., and U. S. Knitwear Co., 
Portchester, N. Y. 

The presentation was written 


fornia; Catalina, Inc.; Sebas- 
tian Knitting Mills; Sirena, Inc.; 
Maurice Handler of California, 


Df 


TOMPKINS 


Now you can produce 12 or 15-ft. wide carpet and 
carpet backing — including paper scrim — faster, at 


Both 


lower cost with a 54” or 70” Tompkins D-1. 
models use standard Tompkins parts plus the big 


we CIRCULAR 
Ml NKO, Ss secre- CARPET kins knitting principle. Write for full details... 
Others were Jantzen, Inc., tary, A. MACHINE | TOMPKINS BROS. CO. - 623 Oneida St. + Syracuse 4, N. ¥. 


(Continued on Page 47) 


Circular Spring & Latch Needle Knitting Machines Since 1846 


Portland, Ore.; Lee Beachwear 
e INCREASED COMPETITION 


Combat the of. PROFIT SQUEEZE 
MODERNIZE WITH VMERROW 


crass M macuines 


For overseaming, overedging and hemming operations they 
offer these practical advantages: 

Faster speeds (up to 5,500 stitches per minute) that 
mean more output. 

Automatic lubrication that assures maximum produc- 
tion with minimum ‘‘down time’”’. 


Latest engineering improvements designed to help 
you more efficiently handle bulky or other popular 
fashion designs. 


TRADE MARK REG 


Call in ‘The Merrow Man” for a no-obligation MACHINE COMPANY 


chat about planned modernization. 


2824 LAUREL ST. » HARTFORD, CONN. « U.S.A. 
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OUR NATURAL 


NYLON RIBBONS 


are excellent for 


SWEATERS 


in #3, *4 and #5 widths 


AP 


sto 


NYLON SATIN 
ORLON 
BELTING 
GROSGRAIN 
RIBBONS 
PRE-SHRUNK 


CALL 


EX FIRST 


FORALL YOUR 
RIBBON 
REQUIREMENTS 


We carry the largest 


ck of ribbons 


for Knitwear 


- your assurance 


of service 


Trade Outlook 
Seattle Predicts 


Happy New Year 


SEATTLE, Wash. — Swim- 
wear and knitted outerwear 
wholesalers and retailers here 
predict cautiously that business 
this year will run about six per 
cent better than last year. If the 
new year’s weather is better than 
the old year’s, the increase will 
be greater, they say. 

Buyers for the Bon Marche, 
Seattle’s largest department store, 
say cold weather in May, when 
most shoppers buy play clothes 
and swimming apparel, hurt 
sales in 1960. But they are opti- 
mistic about the new year. 

Swimwear sales are off to a 
good start. Careful fitting and a 
no-returns policy account for 
good results. Tags warning that 
each sale is final discourage ex- 
changes. National Knitted Out- 
erwear Association no-returns 
cards are displayed on counters 
and in fitting rooms. The man- 
agement says a well-fitted suit 
is usually 100 per cent sold. 


The returns policy is liberal, 
but everything is done to dis. 
courage exchanges. 

The store coordinates its ad- 
vertising and its store and win. 
dow displays. Models in swim 
suits appear in fashion shows 
in the Cascade Dining Room 
each Wednesday noon. 

Helen Montgomery, _ better 
sportswear and knitted wear 
buyer for Best’s Apparel Inc, 
a leading specialty shop, says 
knitted wear ran from purple 
to lilac shades in 1960. In 196}. 
she predicts apricot, orange and 
beige will predominate. 

Miss Montgomery _ instructs 
her sales people to explain to 
the customer that sales of knitted 
wear are final and to write “Final 
Sale” on the sales slip, so there 
can be no misunderstanding. 

Feliz Stastny, president of 
Puget Sound Merchandise Inc., 
says 1961 sales of knitted wear 
will be up at least 40 per cent— 
more if weather permits. 

Stanley Tobin, a partner of 
Harry Levine in FLT Sportswear 
Inc., wholesalers of men’s knit- 
ted wear, reports that basic 

(Continued on Next Page) 


OUTERWEAR MACHINE 


“To pass all men’s believing” 


UTOMATIC 


then is simply say to you — see it! 

See the fastest thing on a knitting 
room floor. See the exclusive styling fea- 
tures for producing the finest in outer- 


Fu FULL 
fu FASHION We claim so much for Bentley’s UO/AE! 
Words can’t describe; your eyes must 
wear fabrics and fibers. 


tell you. 
Ask us how this UO/AE 


We didn’t design this full-fashion fully 
can be seen . . . in action. 


automatic outerwear machine with the 
THE Bentley KNITTING MACHINERY ORGANIZATION, INC. 


word unbelievable in mind. But that’s the 
way it’s turned out with the result we 
can’t adequately describe its superlative 

features. What we're going to have to do 

BLUE CROSS BUILDING + 31 CANAL STREET, PROVIDENCE 2, RHODE ISLAND, U.S.A. 

Southern Office: P. O. Box 1887, Liberty Life Building, Charlotte 1, N. C. 
in Conede: W. J. WESTAWAY COMPANY, LTD., Hamiltoz, Ontario 

Don't Compromise... Don’t Improvise. . Don’t Apologize... Knit It On A BENTLEY! 
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colors in 1960 were charcoal, 
silver, beige, concord grape and 
jloden. In 1961, he says, loden, 
beige and concord grape will 
predominate. 

Mr. Tobin predicts that the 
popular styles in sweaters will 
have zippers. He says 1961 will 
show a gain of three to five per 
cent, and even more if there is 
a new style for young people. 

Mrs. Claire Hoard, Claire's 
Maison Vogue, predicts a gain 
of ten per cent in 1961 over 
1960 in their sportswear. The 
store moved into larger quarters 
six months ago in anticipation of 
increased production and sales. 


Textile Recovery Seen 
By ACMI President 


CHARLOTTE, N. C.—The 
coming year will see a reversal 
of the 1960 downturn in the 
textile industry, according to J. 
M. Cheatham, president of the 
American Cotton Manufacturers 
Institute, Inc. 

In the ACMI annual sum- 
mary and outllook statement, 
Mr. Cheatham, who is also pres- 
ident of the Dundee Mills, Inc., 
Griffin, Ga., praised a year-end 
drive by individual companies 
“to bring production in line with 


IRVING 


130 Palmetto Street 


|| PREMIER FRENCH ZEPHYR 


1/20’s to 2/60’s 


| ZEPHYR HEATHERS 
FRENCH SPUN 1114's 
| TEXTRALIZED® NYLON 


For High Quality BAN-LON® Products 


TOW-HUE TURBO ORLON® ACRYLIC 
6 Denier Orlon Dyed on Cones 


SUPERIOR 7 STOCK 
MOHAIR BLENDS 


The 


French and American Spun Yarns 
IT COSTS LESS TO USE THE BEST 


CORP. 


demand.” 

Despite the downturn, which 
was accentuated by a general 
sagging of the U. S. economy as 
a whole, Mr. Cheatham ex- 
pressed confidence “that the 
mills can minimize its effects 
and reverse the trend during 
1961.” 

Textile employees at the end 
of 1960 were averaging 39 
hours of work per week. Extra 
work days and overtime have 
been reduced, but there have 
been no abrupt cutbacks or shut- 
downs. The industry spent $500 
million for plant and equipment, 
the righest level since 1951. In 
1961 it is expected that another 
$500 million will be spent. 

Pointing to substantial gains 
in technological, product and 
process research, the ACMI 
president called for continued 
progress “to meet the changing 
demands of consumers and to 
combat . . . international and 
domestic competition.” 

The research program has 


been part of a long-term move- 
ment to economize on operating 
costs by developing better ma- 
chinery; new devices for meas- 
uring, improving and stabilizing 
quality, and new and more ver- 
satile products and finishes. 


COHEN 


Brooklyn 21, N. Y. 


HYacinth 1-1600 


= For Loosely Knit or 2 
2 Bulky Knit Materials = . 


at 


Style 39500 Y 


TRIMMING — SEAMING = TAPING 


SWEATERS ¢ BULKIES * JACQUARDS 
BATHING SUITS ¢ KNITTED DRESSES 


With high popularity in knitwear these two new 
machines produced by Union Special will be of 


special interest to manufacturers of knit outerwear 5; 
—lightweight to bulkies. Users get better seam ire 
appearance and quality, plus high speed, fast acceler- ‘ 
ation and smoother, straighter sams WITH LESS sci 


OPERATOR GUIDANCE OR ASSISTANCE. 


Style 39500Y is for seaming and trimming light to medium. 

heavy weight, loosely knitted, cotton, wool or synthetic 

fabrics used for sweaters, bathing suits, jackets, and other 

knitted outerwear. It is especially designed with ample 

differential feed action to handle stretchy, loosely knit i 
materials. Standard width of bite is 4%"”—stitch range z 
8 to 20 per inch. 


Sty/e 39500 AA, may be used for plain seaming and trim- 
ming or for seaming, trimming, and simultaneously applying 
a reinforcing tape, as in shoulder seams of sweaters. A 
slot in the presser foot automatically guides the tape. Style 
39500 AA is specially built to handle bulky knit materials. 
Standard width of bite is 542” —stitch range 8 to 20 per inch. 


Let us give you complete information. UNION SPECIAL 
MACHINE COMPANY, 405 N. Franklin St., Chicago 10, Illinois. 


FINEST QUALITY UNION SPECIAL LEWIS COLUMBIA 
INDUSTRIAL SEWING MACHINES 
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KNITTED OUTERWEAR TIMES 


Proven Best...By Test...In Leading Mills! 
EFFICIENCY’S 


Automatic Bartacking and 
Trimming Attachment . . . 


THE 
“TAC-TRIMMER™ 


(U.S. Patent #2,849,974) 


lets you bartack and finish merrow and cup seams 
on sweater sleeve cuffs, rib waistbands and collars 
IN A SINGLE OPERATION 


®@ Will give you a custom finished garment with inexperienced 
help. 

@ An amazing time saver. 

® A single operator can bartack and trim 150 dozen sweaters 
per day. 

@ Eliminates separate thread trimming or clipping. 

@ Eliminates pulling back, through itself, the overseam thread 
overrun with a knitting needle or hook. 

@ We can supply this device for attachment to the Singer 
#269-W9 Bar Tack Machine, the Pfaff 3334-1 Bar Tack 
machine and the Reece $2 Bar Tack or buttonhole machine. 


EFFICIENCY DEVICES 


262 Greene Ave., Bklyn. 38, N. Y. NEvins 8-6984 


We'll be 
pleased to 
demon- 
strate this 
amazing 
cost-saving 
device at 
your con- 
venience. 


Synthetic Fibers 


Cyanamid’s Designer 
On European Style Tour 


Maurice Levin of American 
Cyanamid Company’s Fibers 
Division left last week for an ex- 
tensive European tour, during 
which he will gather advance in- 
formation on color and fabric 
trends for the division’s de- 
signer service program. 

Mr. Levin will spend about 
five weeks covering the Italian 
and French collections and bou- 
tiques. His tour will include 
Zurich, Rome, Florence, Milan, 
Paris and London, as well as 
visits to European mills. 

Mr. Levin’s observations on 
color and fabric directions will 
be translated by Cyanamid’s de- 
signer service into knit and 
woven fashions containing the 
company’s Creslan acrylic fiber. 
Samples of these fabrics and gar- 
ments of the future will be pre- 
sented to designers in the U.S. 
textile and fashion industries as 
a source of ideas and inspiration 
for their future collections. 

Cyanamid’s designer program 
seeks to encourage the styling of 
fabrics and knits containing 


Creslan through increased sery. 
ice to mills and cutters at th 
designer level. 

The fibers division of Amer. 
ican Cyanamid Company ha 
named Miss Marie R. Smith 
to the newly created post of 
assistant retail promotion map. 
ager. 

Norman Cocke Promoted 
At Avisco Fibers Division 


Norman A. Cocke, Jr. ha 
been named manager of sale 
service of the fibers division of 
American Viscose Corporation, 

In the newly created assign. 
ment, Mr. Cocke will be located 
in Philadelphia and will be re. 
sponsibie for fiber sales pro- 
gramming, including the coordi- 
nation between sales and pro 
duction, the development of 
marketing plans and the super- 
vision of technical services. 


Argentine Firm Licensed 
LOS ANGELES, Calif.— 
Haber and Labaton, Argentina, 
is the eighth foreign firm licensed 
to make and distribute Rose 
Marie Reid swim suits, it was 
announced by Paul Haberfield, 
president of Swimwear Co. 


DUBIED 


FULL AUTOMATIC MACHINE 
WITH TWIN CARRIAGES 


Needlebeds in 2 sections of 24’, 30” and 34” 
width each. 


HIGH PRODUCTION MACHINE FOR 
FANCY TRIMMINGS, COLLARS OR 
RIBBED BOTTOMS AND CUFFS. 


Minimum loss of floor space. 


EASY AND ECONOMICAL TO OPERATE. 


Direct threading of yarn from tension to 
feeders. 


PIECES OF UNIFORM LENGTH. REG- 
ULARITY OF STITCHES. 


Two-speed motor for knitting of loose course. 


SECURITY OF KNITTING. LESS 
STRAIN ON WEAK YARNS. 


D B—with high and low butt needles. 

D S$ B— with independent high or low butt selection. 

D R B—witn independent high or low butt selection 
and stitch transfer from front to rear and 
from rear to front. 


D UBIE D MACHI 


21-31 46th Ave., Long Island City l, 
Ravenswood 9-6361 
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Wool 


USDA ToHold 
Wool Finishing 


Technical Parley 


ALBANY, Calif. — Recent 
research on wool finishing and 
on civilian and military prefer- 
ences in finishes will be major 
subjects of a USDA-sponsored 
technical wool conference in 
Albany, Calif., Feb. 9-10. 

Representatives of all branch- 
es of the wool and textile indus- 
tries and of governmental and 
private textile research agencies 
are invited to attend. M. J. 
Copley, director of the Western 
Utilization Research and De- 
velopment Division of USDA’s 
Agricultural Research Service, 
here, urges those interested in 
attendance to write for reserva- 
tions and programs as soon as 
possible. 

H. P. Lundgren, chief of this 
Division’s Wool and Mohair 
Laboratory, is in charge of pro- 
gram. National leaders of com- 
mercial and military organiza- 
tions will present reports. Staff 
members of the Wool and Mo- 
hair Laboratory will discuss re- 
search results and demonstrate 
new treatments designed to pro- 
tect wool fabric against shrink- 
age and loss of creases and 
pleats during machine washing 
and dry cleaning. A report on 
cotton finishing from USDA’s 
Southern Utilization Research 
and Development Division will 
extend the scope of the confer- 
ence. 

Attendants will have an op- 
portunity to observe operations 
of USDA’s new Wool Process- 
ing Laboratory, which was com- 
pleted and dedicated late in 


1959. This special facility con- 
tains equipment for researches 
on processing of wool from raw 
fleece to finished worsted. In 
addition facilities are available 
for testing and for basic research 
on chemical and physical prop- 
erties of fibers. 


Nov. Fiber Consumption 


Down 4% From October 

WASHINGTON, D. C.—The 
weekly average rate of fiber con- 
sumption on the woolen and 


worsted systems in November | 
was four per cent below the | 
per cent | 


October rate and 11 


below the November 1959 level, | 


according to the Bureau of 
Census. 

Weekly average raw wool 
consumption during November 
was 6,879 thousand pounds 
(scoured basis) or seven per cent 
below the October level and six 
per cent below the November 
1959 rate. Consumption of ap- 
parel class wool was 10 per cent 
below the October rate and 12 
per cent below the rate in 
November of last year. 

Consumption of fibers other 
than raw wool averaged 4,654 
thousand pounds per week. This 
was approximately one per cent 
above the rate of consumption 
during the preceding month and 
16 per cent below the November 
1959 rate. 


Personals 


Interfaith Unit Honors 


Goldstein And Karger 

MILWAUKEE, Wis. — 
Arthur Goldstein, president, 
and Ralph Karger, secretary- 
treasurer, Eagle Knitting Mills, 
Inc. have been cited by the Wis- 
consin region of the National 
Conference of Christians and 
Jews. 


& company inc. 
390 4th Ave.,N.Y.16 - OR 9-3380 


400 South Beverly Drive, Beverly Hills, California 
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Do 
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PICK 
ANY NUMBER: 


You heve chosen another outstanding reason why 
the AINS' ITE BRUSHER is a must for everyone 


who wants beautiful, soft, even, brushing effects. 


750 Grand Street 


Call or write Dept. A for full information. 


A AINSLIE KNITTING MACHINE CO. 


Brooklyn 11, N. Y. 


EVergreen 7-3497 


Ask for samples 


But more important, 

Our customers tell us... 
That MERCURY is the 
House 0° Quality 

Novelty Yarns of all fibers. 


QUALITY 


NOVELTY 
YARNS 


Of course, we think so, 
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KNITTED OUTERWEAR TIMES 


Serving the Knitted Outerwear and Hand 
Knitting Trades for Three Decades 


HUNTINGDON 


YARN MILL, INC. 


3114 E. Thompson St. 
Philadelphia 34, Pa. 
GArfield 5-5656 


Novelty Yarns Our Specialty. 
Combination Twists of All Metallic, 


Natural and Synthetic Yarns. 


We welcome your inquiries for the 
development of yarns that are different. 


Gov't Procurement 


Three Mills Get Awards 
For Wool Glove Inserts 

PHILADELPHIA, Pa.— 
Three awards have been made by 
the Military Clothing and Textile 
Supply Agency under QM-NEG- 
182 for wool knit glove inserts, 
olive drab, to: Gloversville-Con- 
tinental Mills, Inc., Gloversville, 
N. Y., 19,010 pairs at $.919; 
Clydebank Knitting Co., Inc., 
Fort Plain, N. Y., for 6,000 
pairs at .849; York Gloves, Inc., 
Yonkers, N. Y., 12,000 pairs at 
89. 


Bids For Swim Trunks 
PHILADELPHIA, Pa.—The 
Military Clothing an Textile Sup- 
ply Agency will open bids Jan. 
19, at 11 a.m. under QM-495 
for 14,250 pairs cotton knitswim 
trunks. Delivery schedule is 
120-180 days after award. 


Booklets Available 


AviSun Has Brochure 
On Polypropylene Film 

PHILADELPHIA, Pa. — A 
four-color brochure on the char- 
acteristics and application of 
Olefane, AviSun Corp.’s poly- 


propylene packaging film, has 
been issued by the company, an 
equally-owned affiliate of Amer. 
ican Viscose Corp. and Sun Oj 
Co. 

The brochure feature two 
printed inserts of the actual poly- 
propylene film between the front 
and back covers. A general list 
of properties is given and charts 
and diagrams are used to expand 
upon the film’s water vapor 
transmission rate, gas transmis- 
sion, chemical resistance, elec- 
trical characteristics, haze and 
gloss, use temperature, heat seal- 
ing and machinability, adhesives 
and labels and printing charae- 
teristics, as well as an economic 
breakdown. 


Dow Guide To Fibers, 


Fabrics And Finishes 


MIDLAND, Michigan—Dow 
Corning Corporation, manufac- 
turer of Syl-mer brand silicone 
finishes for textiles and leather, 
announces a complete reprint 
edition of its Retail Executives’ 
Guide to Fibers, Fabrics and 
Finishes. 

Originally published as a se- 
ries of twelve monthly bulletins 

(Continued on Next Page) 
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HOLES « NO STAINS - NO DAMAGE 


| ‘IF IT’S CLIPS IT'S TEXPA 


WIDE SELECTION 
of METAL and PLASTIC clips in all sizes. 


PRECISION - ENGINEERED 
for good holding power, fast application and safe 


all fabrics. 


Clips is our business and has been for over 20 
years. We recommend the right sizes and clips for 
your garments and demonstrate their proper use. 


. A SPECIALIZED BUSINESS WITH SPECIAL SERVICE 
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throughout 1960, the Guide has 
been compiled into a 49-page 
edition and has been made avail- 
able direct from the company 
for a handling charge of 25 cents 
per booklet. 

Among subjects covered by 
the booklet in easy-to-read, non- 
technical language are: natural 
and man-made fibers, woven and 
non-woven fabrics, bleaching 
and brightening, dyestuffs and 
dyeing, finishing for shrinkage 
control, wash - and - wear, and 
water repellent finishes. 


NEW PATENTS 


PROCESS PATENTED FOR 
MAKING HIGH CRIMPING, HIGH 
STRETCHING, ABRASION RESIST- 
ANT REGENERATED CELLULOSE 
FiBERS—A new process for the 
manufacture of regenerated cell- 
ulose fibers invented by Werner 
Bandel, Kassel-Harleshausen, 
Germany, has been granted U. S. 
Patent No. 2,966,391, and as- 
signed by the inventor to Spinn- 
faser Aktiengesellschaft, of the 
same city. 


The patent relates to a method 
of making viscose of regenerated 
cellulose fibers with high crimp- 
ing properties and high stretching 
and abrasion resistance. The 
process consists of spinning un- 
ripe viscose having a ripeness 
value of at least 14° H. in an 
acid spinning bath maintained at 
a temperature over 65° C. and 
being high in sodium sulfate 
content. The bath contains a 
small quantity of zinc sulfate and 
has a specific gravity of at least 
about 1.3 at 43°C. The filaments 
are stretched in a dilute acid 
bath. In the spinning and stretch- 
ing steps the cellulose is incom- 


pletely regenerated and thereafter 
the filaments are immersed in a 
lax state in dilute acid to com- 
plete the regeneration of the 
cellulose. 

* 


New LAMINATED SPINNERET 
PATENTED — A new laminated 
spinneret and a process for its 
manufacture, invented by Donald 
R. Hull, Seaford, Del., has been 
granted U. S. Patent No. 2,965,- 
924, which the inventor has as- 
signed to E. I. du Pont de 
Nemours and Company. 

The new spinneret assembly 
consists of a laminated spinneret 
face portion of relatively thin 
metal bonded to and supported 
over its entire area by a backing 
member of relatively thick metal. 
The face and backing members 
are bonded together by fused 
metal. The face portion has 
spinning orifices while the back- 
ing member has holes larger than 
the orifices. The holes in the 
backing are in substantially co- 
axial alignment with the spinning 
orifices. The face portion is made 
up of strips bonded side-by-side 
to the backing. 

To make the spinneret as- 
sembly, spinning orifices are 
punched in a relatively thin steel 
wafer preplated on one face with 
a layer of copper 0.00005 to 
0.0005 inch thick. Larger holes 
in a matching pattern are drilled 
in a relatively thick steel disk. 


| 
| 


The disk is clamped to the cop- | 


per face of the wafer with the 


holes coaxially aligned with the | 


orifices. The assembly is heated 
in an hydrogen atmosphere to 
a temperature between the melt- 
ing point of the copper and the 
deformation temperatures of the 
wafer and disk to bond the 
assembly. 


N. R. JACOBS 


Dyed & Natural 
COTTON YARNS 
SYNTHETICS 
NOVELTY YARNS 


Jacobs & Rabson Co, 


40 E. 34th Street, New York 16, N. Y. 
MUrray Hill 6-9160 


Sales Agents For: 
CROSS COTTON MILLS CO. 
JORDAN MILLS, INC. 


Send For Free Plan Book. This 16-page booklet 
describes key features of our plan and offers 
valuable suggestions on how to expand your busi- 
ness and safeguard your profits, Write Dept. K116. 


COMMERCIAL FACTORS CORPORATION 


ONE PARK AVENUE, NEW YORK 16, N. Y. 


sich FAMOUS 


Feeds up to 120,000 buttons per day 

Fits any sewing machine 

Quiet and vibrationless feeding 

Eliminates button 

scuffing 

Processes shank buttons 

of different styles & sizes 

® Motorized for added 
efficiency 

e Available with our 

sparkling Polyester 

GEMPEARLS® 


PLAS 


30 Lincoln Place Lynbrook, New York 
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INTERSTATE 


yarn mills, inc. 

5725 HUDSON BOULEVARD 
NORTH BERGEN, N. J. 

N. Y. Phone: LO 4-3707 

N. J. Phone: UN 5-3116 


FAWNTEX YARNS INC. 


KNITTING YARNS 


ORLON® ACRYLIC — FUR BLENDS — LAMB’S 
WOOL/ORLON — WOOL — MOHAIR BLENDS 


300-322 BUTLER ST., B’KLYN 17, N. Y. @ MAIN 5-2700, 1913 


Woolen Spun 


Don't Hesitate! 
McROTH NOW HAS 
Transfer Clip Needles 
for Jacquard and 
other Knitting Machines 


IMMEDIATE DELIVERY 


MAC M. ROTHKOPF & CO., INC. 


317 BUSHWICK AVE. BROOKLYN 6, N. Y. 
HYacinth 7-1486-7-8 Cable Address: MCROTHKNIT 


Sewing 
Pransky Says Foot 


Cuts Sewing Friction 

BOSTON, Mass. — A new 
anti-friction sewing machine 
foot solves the problem of er- 
ratic feeding and sticking in 
sewing laminated foam, accord- 
ing to Pransky Industrial Sew- 
ing Machine Co., developers of 
the foot. 

The shoe of the unit is made 
of Teflon, a low friction sub- 
stance. 

According to the company, 
the foot also overcomes pucker- 
ing during sewing of plastic, 
leather, suede, wash-and-wear 
synthetic fabrics. It reportedly 
eliminates the use of lubricants, 
special roller presser feet and 
walking foot machines, 

The foot is for Singer 251, 
241, 400W, 600W, 245, 95, 31 


and 44 class machines and 
Union Special plain sewing 
machines. 

Financial 


) Collins & Aikman Notes 
Gains; Sales Up 52% 


Net sales of Collins & Aikman 
Corporation, leading manufac- 
turer of fabrics and yarns, in 
the third quarter of the current 
fiscal year, the period ended 
November 26, 1960, totaled 
$19,683,541, compared with 
$12,947,286 in the correspond- 
ing period of 1959, a gain of 
approximately 52 per cent. The 
third quarter 1960 figures in- 
clude sales of the Bangor Divi- 
sion which was acquired early in 
the fiscal year. 

Income from operations in the 
third quarter totaled $906,100 
and net income after taxes was 
$424,100 equivalent to 80 cents 


per share on 528,400 shares of 
common stock outstanding. This 
compares to $641,818 income 
from operations in the corre. 
sponding period of 1959 and, 
after taxes, net income of $298.. 
818 or 57 cents per share on the 
same number of shares out- 
standing. 


Fewer Apparel Store 
Failures In 1960 


A six per cent decrease in 
failures among retailers of ap- 
parel, accessories, dry goods and 
merchandise occurred during 
1960 as compared with 1959. 

Credit Clearing House, a spe- 
cialized division of Dun & Brad- 
street, Inc., serving the apparel 
trades nationally, reports total 
failures were off from 1,187 in 
1959 to 1,119 in the year just 
ended. Similarly, total failure 
liabilities shrank from $52,274,- 
000 in 1959 to $35,919,000 in 
1960, a decline of 31 per cent. 

However, Credit Clearing 
House reports an opposite con- 
dition in apparel and _ textile 
manufacturing. Failures among 
manufacturers rose from 420 in 
1959 to 435 in 1960, with total 
liabilities in this group up mark- 
edly, to $36,372,000 as con- 
trasted with $24,127,000 the 
previous year, a rise of 51 per 
cent. 

In wholesaling, failure num- 
bers were off slightly from 84 
in 1959 to 81 in 1960, but 
dollar losses climbed from $3,- 
676,000 to $4,915,000. 

December, 1960 saw 150 re- 
tailers launching new operations 
in apparel, dry goods, accesso- 
ries, and general merchandise, 
with starting capital of $1,451,- 
000. In the past year a total of 
2,423 new businesses were 
formed in this field with starting 
capital of nearly $27,000,000. 


DOUBLE CARDED 
OR COMBED 


CROSS 


... the finest catton knitting yarn 


BLEACHED 
OR DYED 


Cotton Mills 


MARION + NORTH CAROLINA 
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Swimwear 


Cole Uses Creslan In 
Misses, Junior Lines 


Cole of California, leading 
swimwear manufacturer, intro- 
duces a new lightweight elasti- 
cized knit fabric blended of 68 
per cent Creslan acrylic fiber, 
21 per cent cotton, and I! per 
cent rubber. This figure mold- 
ing fabric will appear in one 
misses’ style and one junior 
style in a vibrant color range. 
Both swim suits, designed by 
Margit Felligi, are one-piece 
maillots featuring deep, waist- 
plunging backs. 


The fabric containing Creslan 
was selected for its light weight, 
its dry-fast properties, and _ its 
affinity for dyes which insures 
rich, color-fast colors. 

The misses’ swim suit, avail- 
able in sizes 8-16, features brass- 
button trim on the bodice and 
at the waist closure of the deep 
scoop back. The colors will in- 
clude bonfire red, green smoke, 
royal, and black. 

NKOA Swimwear Show 

(Continued from Page 39) 


manager and Charles Tomlinson 
the Wide-Awake manager. The 
models were from McClelland 
model agency and music was 
provided by Dick Leonard’s trio. 


TO CALL 


THREAD 

COLORS 
ALWAYS) 
IN STOCK 
Si 


arating Thre 
Soft & Merc. Ktg. Cot- 


Costing "supplies eee 


330-32 Bleecker St., B’klyn 37, 


TACK 
LABELS | 


Also blindstitch tack NO stitch shows on 
any part of any garment right side of garment 


LEWIS 


STYLE 160-20 


BLINDSTITCH 
| TACKING 
MACHINE 


Send for circular and sample or 
see your regular Lewis Agent 


Product of 


MACHINE COMPANY, 


NEW YORK OFFICE FOR LEWIS MACHINES CHICAGO 10 
315 West 35th Street, New York 1 — CH 4-8800 


f) 
AIKMAN 


FINEST QUALITY 


-ORLON? WORSTED, NYLON, DYNEL} 
ALPACA, MOHAIR AND BLENDS 


COLLINS « AIRMAN 


YARN DIVISION 
210 Madison Avenue, N.Y. 16, N.Y. 
MUrray Hill 9-3900 
Lowell, Mass. GLenview 3-816] 


Philadelphia, Pa. 
Thomas A. Molyneux Inc. 
GArfield 6-1698 


Chicago, Ill. 
David F. Swain & Co. 
FRanklin 2-6246 


New York, N.Y. 
Kramer & Wolf, Inc. 
MUrray Hill 4-2893 


*DuPont T.M. tUnion Carbide T.M. 
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KNITTED OUTERWEAR TIMES 


Trade Education 


Phila. College Opens 
Management Course 
PHILADELPHIA, Pa. — An 


eight-session course in manage- 
ment techniques, sponsored by 
the Knitted Outerwear Manufac- 
turers Association, Pennsylvania 
District, started January 11 at 
the Philadelphia College of Tex- 
tiles and Science (formerly Phila- 
delphia Textile Institute). 
Twenty-six students from 15 
knitting mills are enrolled. 
Franklin G. Bishop, Manage- 
ment Consultants, Rockville 
Centre, Long Island, N. Y., is 
the instructor. The sessions take 
place every other Wednesday. 


Wholesaling 


Minneapolis Pioneer Sees 
Prosperity Coming Up 

MINNEAPOLIS, Minn. — 
Julius Badiner, founder of the 
Badiner Knitting Company, says 
the future looks good. And he 
ought to know—he’s the “origi- 
nal sweater king.” 

“Our swim suit business is 
ahead of last year’s, too,” he 
says. 


“And wool is still the best 
basic sweater fabric — for 
warmth, wearability and fit. The 
only advantage of synthetics 
over wool is their quick drying, 
easy-to-wash qualities.” 

Mr. Badiner, who began his 
career in the wholesale knit- 
wear business in 1919 after the 
U. S. Army let him go, organ- 
ized the present partnership with 
his brother, Jack, in 1932. Their 
company handles women’s and 
children’s DuBarry sweaters and 
swim suits. It sells nationally a 
complete line of wool sweaters 
with emphasis upon French spun 
zephyr wool. 


Aggressive Action Seen 
As Key To Wholesaling 


(Continued from Page 25) 
wholesaler. Those distributors 
who are prepared to seize these 
opportunities will, we think, find 
in manufacturers a great readi- 
ness to cooperate in alleviating 
the production difficulties caused 
by short runs on numerous 
styles. A recognition of these 
factors will be a good note on 
which to open the year’s plan- 
ning when knitting mill repre- 
sentatives jointly present their 
lines later this month. 


BUY YOUR 


SGRPLUS YARN 


WORSTED ORLON 
@ ZEPHYR @ NYLON 


2601 N. HOWARD ST. 
PHILA. 33. PA. 


REcenr 95457 


INDUSTRY'S MARKET PLACE 


Advertising rates: 5.50 per column inch per inser- 
tion. Positions wanted: $5.00 per column inch per 
insertion. Minimum space—2 inches. Ads for Mon- . 
day's paper must be in by preceding Wednesday, 
2 P.M. Please enclose payment with your order. 


MILL EQUIPMENT, MACHINERY WANTED, FOR SALE 


WANTED 


30” 6 cut Jacquard circular Links machine. 
Must be in excellent running condition. 


Write BOX 30Y or Phone Virginia 6-8222 


NOW AVAILABLE FOR DELIVERY 


2—7” Maimin round knives 

2—Singer Overlocks, 246-13 

1—Merrow Overlock, M3DW-1 

2—Union Special differential cover machines, 11900K 
12—Table Singer Plant with individual ’2 hp motors 
2—Pepsi-Cola and Coca-Cola machines 

1—Steam table, 30” x 60” 

1—Kastrinsky calender, 54” 

6—Flat border machines, 7, 8, 9, 10 and 12 cut, with racks 
40—Looping machines, all points and tables 

2—2 head backwinders 

2—Used cloth slitters 


LIBERAL TERMS ARRANGED 


ABE PRENSKY 


487 Knickerbocker Ave., Brooklyn 37, N. Y. HY 1-2333 


BEST BUYS 


LIQUIDATING COMPLETE KNITTING MILL CONSISTING OF — 
KNITTING, PRESSING, SEWING & STEAMING DEPTS. 


2—Roby, 96”, 7 cut, double jack flat L. & L. 
1—Philip Mach., 32 feed, 30”, 18%¥2 cut 

1—S&W Interlock, 32 feed, 16%2 cut, 30” 

4-—Phila. Jacg. TAI, 82, 12, 13%, 16% cut, 30”, 12 feed, 4 col. strip. 
1—Phila. Jacq. TJ, 10 cut, 30”, 12 feed, 4 color strip. 
1—Phila. Jacq. TJ, 8 cut, 28”, 6 feed, 4 col. strip. 
1—Phila. Jacq. TJ, 16”, 7 cut, 4 col. str. 

1—Phila. Jacq. LHB, 4 cut, 30”, 6 months old 
3—Phila. Jacq. LH, 6, 7 & 8 cut, 30” & 28”, 6 feed 
1—0.G. 32”, 36 feed, 8 cut, multi-feed jersey & 1x1 rib 
2—Phila. Jacq. LA 30”, 12 feed, 7 & 10 cut, 3 col. str. 
3—Needle rackers transfers, 22”, 26”, and 28”, 10 cut, 6 feed 

8—Phila. Jacq. TA, 11” to 20”, 4 feed, 6 to 12 cut 

2—Phila. Jacg. TA, 30”, 11 & 12 cut, 12 feed, extra cyl. & dials 

1—Phila, Jacq. MLW, 28”, 11 cut, 24 feed, automats & wheels 

4—Wildman PB2, 15”, 17”, 18”, 22”, 8 and 10 cut 

2—Queens Model “B”, 60”, 9 & 12 cut, High & Low needles, Jacks 
3—Lamb double head border machines, 7, 8 & 9 cut, with motors 

1—Dubied Flat, 44”, 7 cut, high & low needles 

1—Dubied BAN, 56”, 12 cut, Jacquards front & back 
1—Supreme flat mach., 5 cut 26” 

6—Cissel Tumbler Dryers, 30’ x 26” 

2—Wildman interlock, 23”, 21 feed, 10 cut 

1—Universal Supramat, 62”, 8 cut, like new 
1—Roto-Coner section, 20 spindles 

3—Reiner full-fashioned mach., 21 gauge, special attachment 


Joseph Kopelowily, Inc. 


600 Broadway, Brooklyn 6, N. Y. EVergreen 7-1145 
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INDUSTRY'S 
MARKET PLACE 


Advertising rates: $5.50 per column inch per insertion. Posi- 
tions Wanted: $5.00 per column inch per insertion. Minimum space 


— 2 inches. Ads for Monday's paper must be in by preceding 
Wednesday, 2 P.M. Please enclose payment with your order. 


FOR SALE 


BOX 30FF 


12 cut Dubied model DSC, 59” long, double 
lock, separate high and low butt controls, 12 
carriers and stoppers, 16 end. Excellent condition. 


BOX 30A 


WANTED — USED OR NEW 


65 Topping bars for full fashion machine, 21 gauge; full 
length of bar is 22” and from needle to needle, 20”. 


INTERESTED IN PURCHASING 
10 cut flat knitting machines. Universals or Stolls. 


BOX 530C 


FOR SALE 
4 cut, LHB, 376 needles with 6 stripers, 48 end 
Stop Motion. Perfect condition, 8 months old. 
TRiangle 5-5737 


WANTED 


BOX 30U 


Reading Full Fashioned machines, 21 gauge, 
31% inch needle beds with lace attachments. 


FOR SALE 


1-Stoll Ajum, 5 cut, 60” Jacquard and transfer 
on back and front. Can be seen in operation. 


Write BOX 30Z or Phone Virginia 6-8222 


FOR SALE 


Flat Links machines: 74”, 62”, & 48”. 


COMMODORE KNITTING MILLS, 
250 Moore St., Brooklyn 6, N. Y. 
HYacinth 7-0400 


WANTED 


Punch machine, 70 levers, for LH machine. 


CALL HYacinth 7-2630 


YARNS WANTED, FOR SALE 


SURPLUS YARNS WANTED Zephyr 


We always carry a large stock of yarns, dyed on 
cones for immediate use. 


CALL EV 8-8277 686 Flushing Ave. CENTURY 
BEN BALIF Brooklyn 6, N. Y. YARN CO. 


COTTON YARNS FOR SALE AT BARGAIN PRICES 


4700 Ibs. 18/2 and 24/2 Durene by Standard-Coosa. 
All original, in assorted fast dyed colors, cones. 


YARN EXCHANGE CO. 


358 5th Ave., New York 1, New York BR 9-9287 


WE BUY SURPLUS KNITTING YARN 
Machine and Hand Knitting Sizes 


WALTER McCOOK & SON, INC. 
711 Arch St. Phila. 6, Pa. WAlnut 5-889! 


Jersey Knitter. 


COMPLETE KNITTING PLANT 


For Suits, Dresses and Sweaters 


FOR SALE-LEASE 


Excellent opportunity for medium or small 
manufacturer. Present owners will take production. 


Equipment includes Universals—LH’s— Double Knit 


Complete Sewing Plant. Excellent Cost—Located in South 


SPEIZMAN KNITTING MACHINE CORP. 
508 West Fifth St., Charlotte, N. C. 


ED 4-5546 


For Best Results . . . Advertise in the 
MARKET PLACE SECTION 


CC 


Fes S858 EDFORD YARN CO. 
ELASTIC YARN FOR KRITTING B: 
NEW YARN OFFERINGS! 


AT ATTRACTIVE PRICES 


7500 Ibs.—small lots, 2 to 4 run, wool blends, assorted colors, cones 
900 Ibs.—3 run, forest green, 95% wool, 5% nylon, cones 

1500 Ibs.—3 run gold, 75% lambs wool, 25% Orion, cones 

1500 Ibs.—3 run, dk green, 75% lambs wool, 25% Orion, cones 
3000 Ibs.—2 ply, 3 run, red and navy variegated colors, cones 

1500 Ibs.—2'% run, light tan, 100% wool, cones 

1500 Ibs.—2'%4 run, gold, 100% wool, cones 

1000 Ibs.—3 run, autumn brown, 55% wool, 25% alpaca, 20% nylon, cones 
800 Ibs.—3 run, garnetted Orion, brown, cones 

1500 Ibs.—2/20’s, assorted colors, small lots, cones 

900 Ibs.—1/26, 80% Orion, 20% wool, cones 

800 Ibs.—2/14'2, natural Orion, cones 
2300 Ibs.—2/11‘s, oatmeal, Turbo Orion, cones 

900 ibs.—1/15’s, brown heather, Turbo Orion, cones 

500 Ibs.—1/1412, natural, Orion, cones 

500 Ibs.—1/21, natural, Orion, cones 

350 Ibs.—1/30’s, natural, Orion, cones 


SAM SASKEN CH 4-8733 
1441 Broadway, New York 18, N. Y. 
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KNITTED OUTERWEAR TIMES 


CONTRACT WORK, CONTRACTORS WANTED —— 
MERCHANDISING-PRODUCTION 
seeks tional work. Large organization capable of handling 
complete dyed-to-match operation for sweat cturers. MANAGER 
BOX 145 Realservice Advertising Agency 
110 W. 34th Street New York 1, N. Y. MEN’S AND BOY’S SWEATERS Te 
One of the industry's oldest and largest man- 
novelties. Intarsia and fancy work our specialty. 
BOX s0OW openings for a man with wide experience in if Ye 
this specific area, to head this very important 
CONTRACTOR SEEKS WORK department. Our personnel know of this ad. 
on better grade bulkies. 2% gauge and All inquiries are confidential. 
4 gauge equipment, also Jacquard. 
WRITE BOX 30X OR CALL WISCONSIN 7-4754 
BOX 500X 
BOOTIE SETS 
Additional production available on DESIGNER-KNITTED FABRICS 
7 gauge Links and Links machines. POsITIO! 
BOX 30CC Excellent opportunity for individual with experience — 
eee in designing knitted fabrics to join progressive, ex- 
WORK WANTED panding, completely integrated manufacturer of men’s 
CALL Algonquin 4-5760 — Mr. im Give complete details of experience. 
BOX 30D BOX 510 
CONTRACTORS WANTED 
Children’s and girls popular priced novelty and bulky sweaters. KNITTER-MECHANIC WANTED 
Sizeable orders. 
pot many with complete knowledge of Philip-Circular and Universal 
flats. Must be willing to relocate in North Carolina. 
KNITTING MILL OPEN BOX 530D 
FOR ADDITIONAL BUSINESS 
on ladies’ Hollywood coat sweaters PRODUCTION MAN WANTED 
ust have experience in production and finishi 
etc. State qualifications and experience in letter. 
CONTRACTOR WANTED oom 
Children’s and girls’ popular priced novelty and bulky sweaters. . 
EXECUTIVE ASSISTANT TO MILL OWNER 
BOX 30N Must have a thorough knowledge of yarns, production, purchasing, records, “es 
keeping, etc. This is an excellent opportunity with a very well known and = 
progressive knitting mill specializing in ladies’ sportswear. Metropolitan Pe. 
New York area. = 
WANTED ADDITIONAL CONTRACTORS BOX 30HH 
on fine gauge and bulky novelties 
(7-14 and 10-16). KNITTER-MECHANIC WANTED 
Send complete resumé of experience. 
Contact: LO 4-7068 for appointment Excellent opportunity. 
BOX 38 
HELP WANTED 
WANTED WANTED 
Knitter mechanic on Dubied Cal machines. Young man to assist manager of sweater mill. Must be 
Full or part time. college graduate with some knitting mill experience. 4 
BOX 35 BOX 30F _ 


= 


TIMES 
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WANTED — YARN MAN PRODUCTION MAN 
Must be capable of handling yarn inventory. Seeks position with large progressive firm. Vast experi- 
Knitting mill located in Ridgewood, Brooklyn. ence in men’s and women’s sweaters. Good contractor a 
Steady work. Good opportunity for right man. able to control operation from yarn to finished garment. % 
BOX 30P BOX 30K 
SALESMAN PART-TIME POSITION WANTED 
by mature (but very young-looking) married woman—as 
If You Are About FIFTY Years Old. . . 
if You Are Well Acquainted With The Knit Goods Industry . . . BOX 37 
USING KNITTING YARNS eee REPRESENTATIVES WANTED, LINES WANTED a 
If You Are Steadfast In Your Efforts . . . re 
WE HAVE A GOOD OPPORTUNITY ESTABLISHED SALES ORGANIZATION | 
FOR YOU TO SELL YARNS 
handling men’s and ladies’ bulky sweaters 
State full particulars. Your answers will be confidential. ro 
seeks additional mills capable of adequate os 
BOX 30M 
production for country’s largest customers. 
POSITIONS WANTED 
SWEATER PRODUCTION MAN BOX 538 z 
SPORTSWEAR OR SKIRT HOUSE # 
If you need a man to take care of a sweater operation, | 
would like to hear from you. 
| have long experience and am presently with a top, fine SWEATER REPRESENTATIVE 
quality sweater house as full charge production man and yarn For Metropolitan Area ; 
buyer. Have excellent contractor contacts. uy 
My interest is in working on a part time or free lance basis. Large, established full-fashioned ladies’ sweater operation 
—— seeks experienced sales executive type, thoroughly familiar 
with chains, resident offices and trade sweater users. Excel- 
lent opportunity for substantial earnings. Draw against 
commission. Replies held in confidence. 

EXPERIENCED MECHANIC BOX 206 fi 
on Circular links and links, and TJ’s. 17 years experi- 
ence. Willing to re-locate. Can run any type of mill. re 

WEST COAST SALES AGENT WANTED ri 
FOR LARGE YARN MANUFACTURER 
Worsted, turbo and synthetic yarns. Must be established a 
and located on West Coast. ms 
BOX 30B 
PRODUCTION—MANAGER—COORDINATOR 
Presently employed—Practical production and administrative experience ae 
with mill in all phases of production from Knitting to finished garment SALES REPRESENTATION WANTED i 
etc. Desires position as Production man or Pro- sportswear an 
BOX 30EE now working on Fall line of sportswear, is abe 
looking for good, experienced representation. i 
AVAILABLE BOX 30DD 
Production Man-Plant Manager 
Men’s, boys’ and ladies’ sweaters. 
Control production from yarn to box. 
BOX 30AA BLUESTONE YARN WINDING 
OFFICE MANAGER — ACCOUNTANT 400 spindles for swift winding of Orlon, 
7 years full control of office in knitwear. Heavy experi- synthetics, worsted, etc. 
ence multi-corporate sales and manufacturing. Factory 
payroils, credits, collections, factoring, financing. 266 Grand St., Bklyn 11, N. Y. 
BOX 30T or Call EVergreen 7-1822 
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KNITTED OUTERWEAR TIMBS 


BUSINESS OPPORTUNITIES 


GLENDALE, NEW YORK 


12,000 sq. ft. loft. Immediate possession. Live steam. High 
power lines. All clear space. Office space, Private eleva- 


tor. Night watchman. Ideal for knitting mill operation. 


Call: Venice Knitting Mills, Inc. 
Virginia 7-4550 
Mr. Paris 


Attention: DYERS 
Int d in ding in C di Market processing knitted piece goods, 
orion, nylon, wool and skein dyeing. Connections with major knitters. Potential 
excellent for principal to establish or purchase existing plant. Would consider 
earnest discussion with interested party. 


BOX 36 


WHEN YOU 
—WANT TO BUY, 

SELL OR 

EXCHANGE 


Yarns, Knitting Machinery 
Mill Equipment, Supplies 
Use This Form Or Call MU 3-7520 


KNITTED OUTERWEAR TIMES 
386 Park Avenue South, New York 16, N. Y. 


Gentlemen: 
(Check one) 

(0 TRADE WANTS DISPLAY AD 
Rates per insertion: 35c per word; 40c if O 2” — $11.00 
set in capitals. Box number counts as 2 = ed 
words. Minimum cost per adv. — $5.50. O 4” — $22.00 
Positions wanted — $5.00. 0 10” — $55.00 


Please Enclose Payment With Order. 
ADVERTISEMENT 


(0 Check here if you want a qoute box number (replies sent 


to you as we receive 


Attach this order blank.) 


TRADE WANTS 


RATES: one insertion—35 cents per word. Words set completely in capitals 


— 40 cents per word, Box numbers count as two words. Minimum cost of 
advertisement—S5.50. Minimum cost of Positions Wanted advertisements 
in by preced. 


— $5.00. Trade 
ing Wednesday. 2 P.M. 


CONTRACTORS WANTED FOR 
KNITTING ONLY ON BAN-LON. 
BOX 30GG. 
WANTED: Work on Novelties and 
Classics. Ban-Lon or Orlon interlock 
shirts and sweaters. Also jersey and 
stripe goods. BOX 30BB. 

KNIT- 


FAC TORY MANAGER, 
TING, SEWING, CUTTING, PAT- 
TERN MAKING, QUALITY PRO- 
DUCTION CONTROL, TECH- 
NICALLY TRAINED. BOX 30V. 


Knitter mechanic wanted as partner. 
Experienced on flat machines. For 
hard working man. Little or no in- 
vestment necessary. BOX 30R. 


Wanted: work on children’s and 
ladies’ sweaters on transfer and in- 
terlock machines. Ban-Lon or Orlon. 
BOX 30). 


Knitter mechanic wanted. Experi- 
enced on L&L machines. Steady 
work, good pay. Located in Long 
Island. BOX 30Q. 


Wonts for Monday's paper must be 
Please enclose payment 


with your order, 


Contract work wanted: ladies’, chil. 
dren’s and men’s shirts. BOX OL, 


Production foreman on childrens 
sweaters. 20 years experience. BOX 
30N. 


WANTED TO PURCHASE: Tomp. 
kins 3 color stripers. 7 diameter, 7) 
needles, cap machines. We are not 
dealers. BOX 34. 


Contractor with 8 cut flat Links ma. 
chines seeks work. Knitting only, 
Excellent workmanship. BOX 32, 


Knitter mechanic with flat machines 
seeks partner experienced in finish 
ing. BOX 33. 


Looping wanted. 7 point Sotco and 
P7 and 15 point. Collars, plackets, 
Sanders Looping, 270 Irving Ave, 
Brooklyn, N. Y. HYacinth 7-7924, 


Wanted—Knitter mechanic, expeft 
enced on Universal flat machines, 
Steady work, good pay. Located in 
Philadelphia. BOX 200E. 


MERCHANDISE FOR SALE 


SUBJECT TO PRIOR SALE 
All or any part of 1500 dozen, both boys (32-38) and 
juvenile (6-12) button down and crew neck pullovers. 
Sweaters made of virgin orlon. 


BOX 31 


CLOSE-OUTS 


101 W. 31 St., New York City 


WANTED 
FOR CASH 


CLOSE-OUTS WANTED 


CASH PAID for surplus stocks of Sweaters and Bathing Suits. 
BERNETTE TEXTILE COMPANY 


MEN’S & BOYS’ SWEATERS 
AND POLO SHIRTS 


LOUIS SOMERFIELD 
1140 B’ way, New York 1, N. Y. 


BRyant 9-5526-7 


Murray Hill 3-7856 


KNIT FABRICS CLOSE-OUTS WANTED 
Top prices for solids, stripes and fancies. 
S. LEVINE AND SONS 


639 N. 2nd St., Allentown, Pa., HEmiock 5-3578 


NEED CASH FAST? 
YARN CLOSEOUTS WANTED 
Ban-Lon and Orlon Acrylic 
RIDGEWOOD YARN 

EV. 2-8002 


Small or Large Lots 


SWIMWEAR CLOSEOUTS WANTED 


Cash paid for men’s, ladies’ and children’s 
bathing suits. 


BOX 207, OR CALL CHELSEA 3-7441 
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KNITTING MACHIN 


BROOKLYNG. NY 
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KNITTED OUTERWEAR 


FROM 
RAW 
FIBER’ 
FINISHED 


When you buy from Woonsocket you are buying the best! Whether it be cashmere, camels hair, angora, fur 
blends, mohair, lambs wool or other specialty yarn, Woonsocket begins with the world’s finest fibers. Woonsocket proe 
esses them in its own mills, under highly scientific control until the yarn is delivered promptly te your factory. Thus 


you are assured of an adaptable resource, able to meet the constantly changing demands of men’s and women’s fashion& 
Distributed by AMICALE YARNS, INC., 511 Fifth Ave New York 17, MUrray Hill 2-1655 e A. M. Krasnoff, 1 Be Ave., Bala Cy wyG 


Pa., MOhawk 4-6345 e¢ Edgar Worth, 1511 W Ave., Inglewood, Calif., ‘ 


Chicago 6, Ill., DEarborn 2-5230 ¢ Spun by WOONSOCKET SPINNING CO., 115 


54 
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ee Ricard St., Woonsocket, Rhode Island, POplar 9-310 


